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This giant steelman represents the quality built into CF«l’s 





steel products. He symbolizes the rigid controls exercised over 
every phase of CF«I production, from the mine to the finished 
product. He offers CFI Steel Products which serve today on 
America’s homes, farms and ranches: 








CFzel Barbed Wire + CFal Woven Wire Field and.-Poultry Fence, Stays, Posts, Gates + CFal 

V-Mesh Fence « CFal Baling Wire and Bale Ties « CFal Nails and Staples + CFs! Lok-Line Poultry 

Netting « CFal Lok-Twist® Stucco Netting « CFal Hardware Cloth + Gold Strand® Insect Wire 

Screening « CFal-Clinton General Purpose Welded Wire Fabric «+ CFa! Ornamental Lawn Fence 
and Flower Bed Border 


For satisfied customers and repeat sales, order your 
stocks of Farm and Ranch Products from CFel. 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque + Amarillo + Billings - Boise + Butte - Denver - El Paso - Ft. Worth - Houston 
Kansas City « Lincoln « Los Angeles - Oakland - Oklahoma City - Phoenix + Portland - Pueblo 
Salt Lake City - San Francisco - San Leandro - Seattle - Spokane « Wichita 
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When it comes to 
WOOD SCRAPERS... 


Everybody reaches for 


The Red Devil scraper line covers all your customers: the “pros,” 

the home craftsmen, the buy-minded do-it-yourself trade. Sell Red Devil 

scrapers including the famous Hook and Big Hand lines and new Dragon-Skin— 

you give ’em exactly what they’re after ... in blades, in handles, in “feel,” and in price. 


With every Red Devil tool, you get the full benefit of sure-fire Red Devil displays, 
packaging, and national advertising. Plus the profit protection of Red Devil’s 
full 40% discount. 


Don't miss out! Cover those ‘‘dead spots’’ on your peg-boards with real “live ones’’— 
money-making Red Devil tools. Check your jobber, today! 


Red Dewil Toobs.. union, sew sercer, urs.a. 


World's Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 
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“NAT” STANDS OUT 


with dress-parade packaging 


Brighten up your fastener shelves and speed up off-the-shelf selection with 

the snap and color of National’s high-visibility labeling and uniform packaging. 
These smart, trim boxes stand out, boldly identifying National quality by their 
glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 


quickly identify fastener types. And sizes are printed large enough to see, even on 
higher shelves. 


Standardize on National’s most complete, accepted 
quality line . . . packaged to stand out boldly for greatest 


sales appeal. a 
Ask Your Distributor... He Knows 4 w//4 








NATIONAL SCREW & MFG. CO. OF CAL. 


HE ster | t 
HOISTS | 


3423 So. Garfield Ave., Los Angeles 22, Cal. 
Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 
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United States Stee! Products 
Division of 
United States Stee! 








USS is a registered trademark 


Dealers keep telling us, “Never saw garden _— garden tools to meet every need = Quality 
tools turn over so fast?” USS Golden Grain features that sell... 

Garden Tools have been breaking sales rec- rugged, forged steel heads 

ords ever since they were first introduced. golden tone finish 


And it’s no wonder! smooth, grain-hardened ashwood handles Over 12,000 
On display, stand-out Golden Grains sell _ scientific balance ee ae Ow 


: : Ming with th 
themselves ...and look at all these “selling § popular, modern design verona temabam 


tools” you get: Order your USS Golden Grain Garden Tools ‘te us for your 


# USS... the label on steel that sells = Big from your hardware or nursery jobber in time ee 
ad in Sunset Magazine # A full line of 109 — for Spring and Summer demand! 


United States Steel Products United States Steel 
Division of 


5100 Santa Fe Axe. Los Angeles, Calif. - 1849 Oak St., Alameda, Calif. 
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Quick turnover on Oxco’s Red Breast Whisk 
Broom at 69¢ makes it well worth your while 
to sell up to this genuine palmetto whisk. Its 
uniform quality—whisk after whisk—and its 
untold uses around the home, workshop, car or 
office make it a brush that appeals to any and all 





of your customers, male or female. Sure-fire 
evidence of its popularity is the fact that custom- 
ers all over America purchase almost 1,000,000 
Red Breast whisks each year! Check your stock 
right now on this nationally advertised whisk, 
then... SEE YOUR JOBBER! 


OX FIBRE BRUSH COMPANY, INC. 


ereoericx eleblished /S88¢ MARYLAND 
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SIDE LINES 


EVERYONE’S GETTING 
INTO THE ACT... Credit 
must certainly be lucrative these 
days, particularly when the 
banks invade the field. Three 
banks in California have em- 
barked upon retail credit pro- 
grams with a hungry look in 
their mercenary eyes. The Bank 
of America and the First West- 
ern Bank & Trust Co. have a 
credit plan that works much like 
the restaurant and hotel credit 
cards. Hardware retailers as 
well as many other types of re- 
tail organizations are lining up 
with them. So far the credit 
business is too good for the 
large department stores to drop 
in favor of these bank plans. 
However, the American Trust 
Co. has a plan that may invade 
their privacy whether they like 
it or not. The customer arranges 
with the bank for a maximum 
revolving credit. He receives 
special checks that are used like 
cash when purchasing merchan- 
dise. He pays for it on a month- 
ly payment plan. 

ANOTHER FRANCHISE 
PLAN is announced by a manu- 
facturer. It is E. R. Wagner 
Manufacturing Co. of Milwau- 
kee. The plan gives the company 
the right to terminate sale of its 
products to those who do not 
“Properly represent and sell” 
its rug cleaning applicators and 
carpet sweepers. 

A NIGHTMARE OF LONG 
MONOTONOUS AISLES is 
how industrial designers, Lip- 
pincott and Margulies, describes 
the average supermarket. They 

(Continued on page 8) 
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Springtime is Gift Sales Time 


From May 1 until June 21 Western retail hardware 
dealers have the opportunity of selling a great quantity of 
merchandise. There are more gift-giving events in these 
seven consecutive weeks than in any other like period 
throughout the year. 


Dollarwise this period is second only to the Christmas 
gift-buying period. 


Recognizing the great possibilities of sales to gift buyers 
during this time of the year, HARDWARE WORLD originated 
the “Springtime is Gifttime” promotion last year. It in- 
corporates seven gift-giving events into one big gift-selling 
promotion. These events are Mother’s Day, Brides’ Showers, 
Bridegrooms’ Stag Showers, Weddings, Wedding Anniver- 
saries, Graduations and Father’s Day. 


One of these is an original, dreamed up by the editors of 
HARDWARE WORLD. It is the Stag Shower. You have the 
opportunity of introducing this in your area. It has great 
possibilities for publicity and can become a profitable “con- 
versation piece” in your trading area. 


If you study all of these gift-buying events you will find 
that you can sell merchandise from nearly every depart- 
ment in your store sometime during these seven weeks. 


It will pay you good dividends to get our special “Spring- 


time is Gifttime’’ Merchandising Kit and to follow the sug- 
gestions for putting on such a promotion as is presented 


elsewhere in this issue. 





ARCTIC BOY 


portable water coolers 


COLD WATER 


is a HOT item! 


If it’s not cold, it’s not drinking water! 

That’s your big selling point in ARCTIC BOY 
portable water coolers ... they keep water 
refreshingly cold and sparkling clear. 


Here's why: 


® Inset of HOT DIPPED galvanized or stainless steel 


® Sparkleen plastic liner is non-toxic, prevents 
corrosion 


Large opening—easy to ice and clean 
Extra large insulation space 
Popular 2, 3, 5, 10 and 15 gallon sizes 


Send for free booklet “Care and Use 
of Your Cooler.”’ Write Dept. H-22. 


SCHLUETER MFG. CO. 
ST. LOUIS 7, MO. 


—T a, 
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OUR READERS WRITE 
... to the Editor 


Congressman Rivers Likes 
Alaska Issue 


Dear Washington Editor: 

I wish to acknowledge receipt of, 
and thank you for, three copies of the 
reprints of a special section of the 
February issue of “Hardware World.” 
Your thoughtfulness is, indeed, ap- 
preciated and the information con- 
tained in the reprints will be very 
useful to my staff and me. 

With my kindest regards, I am 

Sincerely, 

Ralph J. Rivers 
Member of Congress, 
Alaska 





“Thanks” from an Alaskan 
Senator 


Dear Washington Editor: 

It was kind of you to send me the 
reprints of your very fine Alaska 
article from the February issue of 
HARDWARE WORLD. If it does 
happen there are extra copies avail- 
able, I would be able to make excel- 
lent use of them. 

With many thanks and best wishes, 
I am 

Sincerely yours, 
E. L. Bartlett, 
Senator, Alaska 


Appreciates "Write-up" 


Gentlemen: 

Thank you for the nice write-up in 
the January 1959 issue of HARD- 
WARE WORLD, entitled “Slow 
Movers.” 

We are wondering if it would be 
possible for you to send us two or 
three copies of this issue. We certain- 
ly would appreciate having them. 

Sincerely, 

Gain Hardware Co. 
Denver, Colorado 
Mrs. M. J. Gain 


Served Alaska for 
Quarter Century 


Dear Mr. Albin: 

Your February issue dealing in 
much detail with the new State of 
Alaska has great interest for us. For 
over a quarter century we have served 
Alaska for accounts of the factories 
we represent, working through the 
various jobbers in our area. 

We have contended that the job- 
bers in Washington, Oregon, and Cali- 
fornia, particularly, who have main- 
tained resident salesmen and repre- 
sentatives in Alaska, would with the 
advent of statehood for Alaska, be 
fully prepared and competent to es- 
tablish warehouses and continue to 
use their salesmen long trained to 

(Continued on page 8) 
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KV shelf hardware gives you more 
of just what you're looking for! 


¥ Top Quality 4 Easy Installation 4 Trouble-free Performance 
...and the best known line in the business! 


Easily installed, easily adjusted K-V shelf hardware 
provides attractive, low-cost decorative effects or stor- 
age facilities wherever they are needed. May be used 
for both open wall or built-in shelving. K-V adjustable 
hardware lasts the lifetime of the home, always keeps 
shelves straight, strong and sag-free. Ask your K-V 
representative for the complete story. 


FOR OPEN WALL SHELVES 


No. 80 Standard 
18” to 144” lengths 


No. 180 Bracket 
4” to 20” lengths 


Satin anachrome or brass finishes. 

















No, 255 Standard ; <a /8 a : a eneths 

” to 144” lengths i ini 
Nickel, bright zinc plate : as Satin anochrome finish 
or bronze finish : ' No. 87 Standard 


36” to 144” lengths 
No. 256 Support i , 
Steel, 34” long, %4” wide. Satin anochrome finish 


Nickel, zinc or bronze 
FOR BUILT-IN SHELVES finish FOR EXTRA-HEAVY DUTY 
Can be mounted flush or on surface. Standards have 1/2” adjustment | Ideal for hardware, paint or grocery store display or storage or for 














slots numbered for quick, easy alignment. hangrod installations. For home use, too. 











Ask your jobber or K-V sales representative about the popular packed units of 
K-V 80-180 standards and brackets and K-V 233-239 standards and supports. 


KNAPE & VOGT MANUFACTURING COMPANY eérang Rapids, Michigan 


Manufacturers of drawer slides, sliding and folding door hardware, closet and kitchen fixtures and Handy Hooks for perforated board 
For Details Circle 7 on INQUIRY CARD 


APRIL 1959 





Our readers write to the editor 
(Continued from Page 6) 


serve that vast territory. 
Undoubtedly there will be a tre- 
mendous demand on you for copies of 
the current issue of HARDWARE 
WORLD. 
Sincerely yours, 
John B. Merifield Co., Inc. 
John B. Merifield, 
President 


Impressed with Potential 
Dear Sir: 

After reading the entire (Alaska) 
issue, I was more impressed with po- 
tentialities with Alaska than I had 
been at any other time, although I 
have lived in Seattle, which is the 
closest major city to Alaska, all my 
life. I now realize that a tremendous 
amount of effort and research must 
have gone into the preparation of 
this edition, and all of us here on 
the West Coast should be greatly 
appreciative of your fine work in pre- 
paring this issue. 

If you have about 10 extra reprints 
of this section, it would be greatly 
appreciated if you would forward 
them to us, as we know some of the 
interested parties would certainly like 
to have these for their files. Again, 
thanks for the fine job you did on 
this issue, and I look forward to the 


pleasure of seeing you again when- 
ever you are in our neighborhood. 
Sincerely, 
Lee Ahroni, 
Totem Wholesale Hardware Co., 
Seattle, Wash. 


Gentlemen: 

Some months ago, possibly 6 or 8, 
your magazine carried an article on 
a San Gabriel Valley Hardware dealer 
who had decided to discontinue the 
issuance of Trading Stamps. 

We have since become concerned 
with some of the problems mentioned 
in the article, but in looking up the 
article, we have been unable to locate 
it. 

Is there any possibility of obtain- 
ing one of these back issues or a copy 
of the article involved. 

Thank you, 

Jim Blickenstaff, 

C & E Lumber Co., 
Claremont, Calif. 


Everyone Agrees 


Dear Sir: 

I was mighty glad to get the 
February Welcome Alaska issue of 
the HARDWARE WORLD. Everyone 
to whom I had talked and had seen 
a copy of this seemed to think it 
was a mighty fine issue—chuck full 
of very interesting articles. 

Your truly, 


Joe S. Warren 





“Want Book’ 


PROFIT 
MAKERS 


Check your stock and re-order 
iColel-}\Aml sf-]¢-¥E-) ale) €-¥m (el) 

sales! Ask your jobber for 
other famous Fuller 


self-service money-makers 


}| FULLER| TOOL CO., INC. 


3522 Webster Avenue, New York 67 


— 


CASH IN NOW! 


GIANT 


88, SALE! 


the NEW utter #88 Assortment 


This self-service sales magnet is loaded with 
popular, wanted tools—screwdrivers, pliers, files, 
hammers, chisels . . . etc., each in a strong 
“see-thru'’ vinyl pouch . . . high-profit items at 
88c retail. 

GET this fast-moving assortment . . 
brimful, and just watch ‘em go! 


ORDER or RE-ORDER TODAY! 


World's Largest 
Producer of Unbreakable 


Amber Handle Tools 


Fuller Products are made in U.S.A., England and other countries, of the highest quality materials, by skilled 


craftsmen . . . designed for service . . 


. and rigidly inspected to preserve Fuller Quality and Reliability. 


. KEEP it 
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Wants More Copies 


Dear Sir: 

Inasmuch as there are a number 
of people here who are interested in 
this Alaskan issue, I would like to 
arrange to get about six extra copies 
of this magazine. 

I am very happy to have been able 
to be of assistance to you in pre- 
paring your “Welcome Alaska” issue. 

Your very truly, 

Hunt & Mottet Company 
Grant S. Richards, 
Alaska Sales Manager 


SIDE LINES 


(Continued from Page 5) 


say the markets are “more 
reminiscent of an assembly line 
than anything else. And the 
only appeal made is not human 
at all, but for cold, hard cash. 
Build a store that caters to the 
emotions and harassments of 
the cart-trundling woman in- 
stead of to your dollar ego and 
you'll find that shoppers aren’t 
fickle at all!” 

ON THE SALES FRONT 
were package designers recently 
in New York searching for suc- 
cessful merchandising  tech- 
niques. A group of 168 package 
designers and executives from 
both variety store chains and 
manufacturing firms took part 
in a on-location workshop spon- 
sored by the Package Designers 
Council. The meeting took place 
at the Kress Fifth Avenue vari- 
ety store and featured a tour of 
the store. This would be a good 
idea for designers of hardware 
packages ...a tour of modern 
hardware stores. And _ while 
they are at it they ought to in- 
clude a few Western stores. 

IRISH BALLADS were sung 
lustily by 90 Los Angeles Pot & 
Kettlers at their annual St. Pat- 
rick’s Party. For more years 
than most members can remem- 
ber Ed Hallock, sales manager, 
California Hardware Co., has 
been the smiling master of cere- 
monies. This was the largest 
group to attend such an affair, 
a fitting tribute to a well-liked 
guy. There were also 14 past 
presidents among the celebrants. 

IN SELLING QUALITY you 
might remember the words of 
Ray Eppert, president of Bur- 
roughs corporation, who puts it 
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this way, “Why wants to buy a 
cheap parachute?” 

BOYS AND GIRLS are your 
future customers, Bill Pearson 
of Pearson Hardware Company, 
Oakland, Calif., wants to remind 
you. One of our best corre- 
spondents, Bill has the hard- 
ware industry at heart and has 
done much to better the indus- 
try. To elaborate on the idea of 
attracting new customers he 
thinks the answer lies with the 
cultivation of today’s boys and 
girls. He says to hold “bird 
house contests. Have jars of 
miscellaneous hardware items 
as guessing contests, etc. The 
main idea is to get the kids com- 
ing into your store. The average 
youngster today is better ac- 
quainted with the local five and 
dime store with the result that 
future trading is developed 
there.” He’s got something. 
What do you do to develop the 
youngsters’ interest in your 
store? Drop us a line and tell 
us how you do it. 

ALL NON-FOODS merchan- 
dise sold in super markets in 
1959 will top the $2 billion 
mark. 

CLOSE SUNDAYS! This is 
the hope of the National Retail 
Merchants Association who have 
appealed to retailers to support 
legislation to outlaw Sunday 
openings of all retail outlets ex- 
cept “those engaged in selling 
articles absolutely necessary to 
the health and welfare of the 
community.” This is a hot, con- 
troversial subject. lLet’s have 
your opinion. 

M. A. 


MILLER 
MAROWARE 








“Remember the cood old days when 
it paid to make money?” 
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Q: what’s better than 50% markup? 


A: 667%... 


SELL and PROFIT with the AMES LINE, 
even more complete now with the newly 
market proven... 


[\TNeS 
ROTOQ-EDGER 


ROTARY LAWN SHEARS 





No. 10 STANDARD 


No. 20 UNIVERSAL ‘ 
for your customers..... 


QUICK, CLEAN, EASY TO OPERATE 
and for you 


QUICK, CLEAN, EASY TO SELL 


No. 30 DELUXE 


667% markup - full 40% profit 


IT’S PRESOLD ... POWERFULLY SO...IN 
@ Better Homes & Gardens e House & Garden 


WHY NOT STOCK THE COMPLETE AMES LINE? 


Shovels, Garden tools, Snow tools, Post hole diggers and handles 


0. AMES CO. 


FINER PRODUCTS THRU HIGHER STANDARDS 


Ames also manufactures the famous lines of Ames Aire 
Casual Furniture and Ames Maid Metal Household Furniture 
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SCREW COMPANY 


STATESVILLE + MORTH CAROLINA 


WOOD SCREWS 
FLAT 
HEAD 

Thousands of retailers (and many wholesalers, STEEL 

too!) have learned that the difference Soe 

between stocking “screws” and Southern 

Screws is sales. It's this difference that can 

keep sales traffic coming your way, because 

customers know and trust nationally-adver- 

tised Southern Screws in the package bearing 

Southern’s copyrighted EZ to C© label. Your 

customers know that Southern specializes in 

screws—USA-made screws of highest quality. 

Chances are that most of your screw sales 

are made to customers who have Southern 

Screw reference material above their work 

bench or within easy reach. To them Southern 

is a source of authoritative information AND 

the finest source for screws of quality. 


Here’s how you can put Southern’s consumer 
sales-power to work. Tear out this ad right 
now. Insist on Southern Screws in your next 
order! 


IN FASTENERS 
SOUTHERN IS 


Wood Screws ® Stove 
Bolts ® Machine Screws 
& Nuts @ Sheet Metal 
Screws @ Carriage Bolts 
Wood Drive Screws Warehouses: 
Dowel Screws 
New York 
Chicago ®@ Dallas 
Los Angeles 


Sold Through Leading 
Wholesale Distributors 
For Details Circle 10 on INQUIRY CARD 
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Inventory is easier... 
faster...more accurate 


..- WITH NATIONAL’S 
NEW DECIMAL PACKAGING 
AND UNIT PRICING SYSTEM 


Busy dealers agree that decimal packaging simplifies 
stock record keeping and inventory control. Every 
“National of Sterling” item is packaged in units 
or multiples of ten, instead of a hard-to-figure dozen, 
14-dozen, %-dozen, etc. Every item is priced on 
the unit basis ...so machine figuring is a breeze! 
Besides, it’s easier to keep tabs on stock. Isn’t it 
time for YOU to join the swing to “National 
of Sterling?” 


WRITE FOR FREE CATALOG TODAY 


NATIONAL MANUFACTURING CO. 


16904 First Ave., 


For Details Circle 11 on 
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PETERS 


means 


SALES 


Heavy 1959 advertising behind 
PETERS “High Velocity” 
ammunition will pay off in 
extra sales for you! Get 

your share—stock, display, 


and push the entire line. 


PACKS THE\ POWER 
PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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New Irwin “self-serve” merchandisers 


build auger bit sales . . . give faster dollar turnover 


a menage mt ence > 
Sots See 


M-62T Merchandiser, Consists of free display M-88 Merchandiser. Consists of free display panel 


panel and 13 best selling Irwin 62T hand brace and 20 Speedbor “88” electric drill bits with 14” 
bits in new Sellopak dress-up jackets. One each shanks in new erg dress-up jackets. Two 
of sizes 4%, Ho, Ye, Ker Yar Kor Yor Yor Yar "Mor Yar He each of sizes %, %, %, %, %, % and 1”. One each 
and 1”. Of Sizes Ho, Ke, Her “Yor "He and 'He"". 

62T Sellopak Display Jacket Ss dbor “88” Sellopak Display Jacket 


p 








HI PoOom T4p 2)4520;0 


M-62T and M-88 Merchandiser free display panels... pay only for stock 


©@ Two combination offers of best selling 62T hand baked enamel finish. Hooks are permanent type. 
brace bits and Speedbor “88” electric drill bits © Mount either display panel with complete stock 
with free display panels. in only 1434” of space on peg board, door, wall, 
e All bits packaged in Irwin’s new self-selling end of island tables. 

Sellopak dress-up jackets. Bit heads are plastic eEach unit individually packed complete in 
coated to protect cutting edges and screw points. shipping container. M-62T weighs only 4 lbs., 
®@ Free all-metal display panels come in 3-color M-88 weighs only 3 lbs. 


Micro-Dial Expansive Bits in new Hang-Up Box 


No. 430 \ @ The Irwin Expansive Bit that lets you dial 


5 Ori your size. Precision-made, one-piece drop 
crew river : : forged construction, heat treated and tempered 
Merchandiser full length, fully polished. 

£ 73 
@ Two sizes. No. 21 bores 19 standard size holes, 


. i } 

ey | 54” to 134”. No. 22 bores 35 standard size holes, 

river 4 an 
= ‘ Vg to ae 
fits in 8” space . ‘ 2 . 
° @ New Hang-Up Box fits on peg board, nail or 
pin. Small and handy to use at multiple traffic 
points throughout store. Invites extra “sight 


sales” for extra volume. 


© All-metal display Lockhead Expansive Bits in New Hang-Up Box 


with 2-color baked wa @ New Hang-Up Box lets you display steady 
enamel finish. selling Irwin Lockhead Expansive bits in small 
@ 5 best selling Irwin screw driver sizes. space areas for more “self-serve” sales. 

4 dozen 400 Series Machinist type, 3”, @ Two sizes : No. 1 bores 15 standard size holes, 
4” and 6” sizes. % dozen 4000 Series 5 . No. 2 bores 35 standard holes, sizes 
Phillips type, No. 1 pt., 3” size. 4% dozen 
Phillips No. 2 pt., 4” size. @ One-piece drop forged construction, heat 
@ Packaged one to shipping container. 35 i treated full length, wedge-type blade lock, fully 
Weight: 744 lbs. aa polished for extra sales appeal. 














Leas as i a 
b i 





— 








(1) Comes like this . . . fits hand braces (2) Cut off square shank (3) Use in both power drills and hand braces 
Write f Cuts inventory costs by 50% for users. carpenters, general contractors, electri- 
rite for New eS Convenient because there are fewer bits cians, plumbers, public utilities — all 
; ft i -arry. Speeds up work on the job. 10 users of both hand braces and powe 
Irwin Catalog No. At to carry. Speeds up on yee. ; S and power 
Catalog No. 53 * re a Electrician, Car Bit and Ship Head Car drills. Big and ready-to-buy market that 
and Prices Bit types, sizes 4/16” to 17/16”. Sell to means extra sales and profits for you. 
Order from your Irwin wholesaler today 


The Irwin Auger Bit Company, at Wilmington, Ohio, since 1885 
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Each and every 
CRESTOLOY PLIER is 
individually tested ! 


CRESTOLOY HEAVY DIAGONAL 
CUTTING PLIERS 
No. 542, 7” size only. 


CRESTOLOY LINEMENS’ SIDE 


CUTTING PLIERS 


CRESTOLOY END CUTTING NIPPERS 
No. 72, 6”. Also in 7” size. 


No.1950, 8”. Also in 6” and 7” sizes. 


CRESTOLOY LONG NOSE SIDE 
CUTTING PLIERS 
No. 654, 6”. Also in 7” size. 


This Flier, 


When you choose a CRESTOLOY 
PLIER you know you are getting top 
value and proven performance. After 
rigorous factory testing for ease of cut- 
ting, hardness of blades and strength, 
each tool that passes these tests is tagged 
with the certifying tag reproduced 
above. CRESTOLOY PLIERS are 
available in more than a score of pat- 
terns including the five popular types 
illustrated. 


CRESTOLOY PLIERS are 
“Your Fingers of Steel’ 


| No. 942,6". Also in 4’ and 5” sizes. 





(Gets HARDWARE DEALERS every- 

: where are increasing their tool 
sales with Crescent Display panels. 
Designed for wall, counter, table 
or window display, they can be 
used with various mounting fix- 


tures. Ask your jobber for details. 





CRESCENT TOOLS 


Sign of thee 
Symbol of Cuccllence 


SHAN 


Crescent is our trade-mark, registered in the United States ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL 


COMPANY, 


JAMESTOWN, NEW YOR K 


For Details Circle 14 on INQUIRY CARD 
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There’s more than brass and steel in a hose 
coupling — the name “Sherman” adds assurance 
of dependable performance, unimpeachable 
quality, increased turnover, satisfied 

customers, and an honest profit. 


What better proof than fact: Sherman Hose 
Goods and Accessories outsell all others — 


that’s what's in the Sherman name! 


VU « PAC « RAC 
MERCHANDISER 


A complete hose goods 
department on one rack 


STOPS « SELLS « 
SATISFIES! 


_ 


Could do batter with ($]H[E]RMIAIN)-OS yoora beat | 


write for 1959 catalog HS9 


H. B. SHERMAN MANUFACTURING COMPANY 
Battle Creek, Michigan 


For Details Circle 15 on INQUIRY CARD 
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rot resistant and will float. Each rope is 75 ft. standard length, * 


assembled and ready to use. 





Article Type of Rope Hardware Packed 


. : z 
Complete Range Each rope is water, stretch, acid and ; . Article 549-€ 
; ¥ 
549 1/4 Twisted Polyethylene | 1 Single Handle 1 Ski Rope to 
1 Float Transparent 
Acetate Cylinder 


1/4” Hollow Braided 1 Single Handle 1 Ski Rope to 
Polyethylene 1 Float Transparent 
Acetate Cylinder 


1/4” Hollow Braided Interchangeable 1 Ski Rope to 
Polyethylene Single & Double Transparent 
Handles 1 Float Acetate Cylinder 


me ae ee ee eres es mee eee oe 


‘ ‘ 4 
1/4” Hollow Braided 1 Single Handle 1 Ski Rope to 
Polyethylene Polyethylene Bag 


: r 5 
Put your confidence in 
the QUALITY LINE... 























Vinyl! Weather Stripping Mop Heads . 

Wood Giue. Wrapping Twines 

Braided Nyion Line Kitchen Lines 

Seine Twines Express Twines 

Seine Cords Chalk Lines 

Trot Lines Parcel Post Twines ° 

Staging Polished India Twines Orders of $75.00 or more, freight 
Venetian Biind Cord Plastic Clothes Lines prepaid. Orders of less than $30.00 
Sash Cords Jute Twine f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Clothes Lines ee Casting Lines Calif., Marietta, Minnesota, Dallas, Texas, 
Mason Lines anila Ropes or Waynetown, Ind. Orders of $30.00 to 


Fishing Lines Masking Tape - 
euaien Rope Praasar Vara $75.00 freight allowed to $1.00 per cwt. 


Jump Rope Polyethylene Ropes Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


to 
ccrssucveo ro Gleveland Mills Company ....00...» « 


14346 Bessemer St., Van Nuys, Cal. @®Marietta, Minn. ©3104 Gaston Ave., Dallas 26, Texas @®Waynetown, Ind. 
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Pressure Maid Portable 
Paint Sprayer 
t f 





Perfe rd t-yourself 
( nes with. pressure <¢ 
t which w ar-daleli omer | 
paint ding mult 
< t cast iz 
piston type, direct 
cylinder #35 Spray Gun— 
Production Type 


Air valve type used with cup 
Or pressure material con- 
tainer. Interchangeable ex- 
ternal or internal air caps 
for siphon or pressure feed. 
Drop Forge air cap, ground 
fluid nozzle seats, stain- 
less steel air valve 
slide. 2-16 C.F.M. 


range of air i) 


caps. 

















as 


Bearcat 4 H.P. Compressor 


Compact. lightweight piston PT-1 
desig fo] @umaat-Ilahd-tar- elo) ga tainer eamie 
t ne r tal e with F 


| #21 Spray Gun 
| Bleeder type. Deluxe com- 
bination siphon pressure 
gun using internal and ex- 
ternal air caps and with 
adapter can be used 
with pressure mate- 
rial container. 
Has spray width 
control. 





Pressure Queen Portable 
Paint Sprayer 


Ex isive 4-cylinder quality 
str \alolamm sel ame-taalele) dale lis 
flow. Splash lubricated 






with sen gelaar- nar eleneale) 
a lamerelel(-te| ; H.P 
for. | oy. oun celamaale) ce] am els air gauge 
HP gas nished without 
engine ‘ regulator 


1@) 
+4024 Spray Gun 
Internal pressure bleeder 
type gun designed for fast 
spraying of heavier ma- 
terial of the slow dry- 
ing type, such as 
house and multi- 
color paints. 
PTCR-5 
Five gallon pressure mate 
rial container. 110 Ibs. ASME 
approved. Heavy duty 1 
gauge galvanized seamless 










Exclusive 4-cyl 2r air com with carrying handle 
old -s-5- 10) au ela mantel olal-ta-3a'a1-) Rolled edge for better 
(au) -4-4-10 me GOm-4- 1 e-Tal ae ahaa) gasket seating. Sup 
automatic pressure plied with or with 
switch. Provides out single or 
extra air fofoleloll-mma-) -40) 
reine iaal: ation 


+4037 Spray Gun 
rt Air valve type gun for use 
[ with storage tank compres- 
sors. Comes with three air 


caps. External and inter 
nal pressure, and ex 
ternal siphon for 
spraying ofall 
types of 
materials. 


design 
carrying 
ab alal-meotelal 
mainte 
duct 
n de 
M. with 











SHARPE PRICE LIST 


Pressure Maid 1% HP Compressor with Gun and 15 Ft. Hose 
Bearcat Compressor 14 HP with Deluxe Combination Gun and 15 Ft. Hose 


Bearcat Compressor Vy, HP with Cup Gun and Pot Use, Two Gallon Pot, 2—15 Ft. Air Hose, 
1—15 Ft. Material Hose 


Pressure Queen 1% HP Compressor #PK-2021X 

Pressure Queen 34 HP Electric or 2 HP Gas Tankmobile 
X8GA or X8M Compressors 3 HP Gas or 1 HP Electric 

X8GB Compressor 2 HP Gas 

PT-1 Two Gallon 70 Lbs. Material Container 

PT-3 Three Gallon 50 Lbs. Material Container Non-regulated 
PTR-3 Three Gallon 50 Lbs. Material Container Regulated 
PTR-2A Two Gallon 80 Lbs. Non-code Regulated Heavy Duty Similar to Five Gallon Container Pictured 
PTCR-5 Five Gallon 110 Lbs. ASME Material Container Regulated 
Model 35 Spray Gun with External Air Cap 

Model 35 Spray Gun with #200A Clamp Type Cup Assembly 
Model 21 Deluxe Spray Gun with Two Air Caps 

Model 4024 Internal Pressure Gun-Bleeder Type 

Model 4037 Air Valve Type with Three Air Caps 

#18B or C Regulator Only 

# 18-500 Regulator with Gauge and Cock 

#263 Regulator Only 

#40 Filter and Regulator Unit 

UR-2002 Utility Tank 

P-2032 15 Gallon Sprayer 14 HP Electric 

P-2031 15 Gallon Sprayer ly, HP Gas 

P-2062 30 Gallon Sprayer 14 HP Electric 

P-2061 30 Gallon Sprayer 114 HP Gas 


The Prices Listed Apply to the West Coast. East of the Rockies Many Prices are Lower. 


18-500 
Regulator UR2002 Utility Tank 


For air pressure . o.. portable ru 
reduction. ‘*B’’ —— ed steel air tan 
type with by-pass "Me as pressure gauge, 
mainiine air. “C" = A brass air chuck, 5’ 
type with all reg- — Y%,” air hose, carry- 


ulated outlets. Slur ing handle, metal & 
Supplied with or * stand. Working pres- 

without gauge or sure 100 Ibs. 

cock. 15 C.F.M. 


pe 


Vo ti 


jae aae 
a 


capacity. 


263 Air ; P.2031 Paragon Power Sprayer 
‘egulator “a 


g: $ High powered, trouble free, one- 

3 way Heavy Duty * man operated sprees er for every # 40 Filter and Regulator Unit 

Pressure paeie / spraying need. Fine, high- : : 

tor. 8 C.F.M. - velocity mist penetrates into Perfect for oil and moisture 
acity with a \ : buds and blooms, smallest removal from air line and regu- 

fy conetruction at cracks and crevices. 15 gal. and lation to proper air consump- 

a low price. “ 2 ” 30 gal. sizes. Gas or electric. tion pressure. 


Write for free 
fully illustrated E MANUFACTURING CO. 1224 wall St. Los Angeles 15, Calif. 
catalog today 


MANUFACTURERS OF PORTABLE AIR COMPRESSORS AND ALLIED ACCESSORIES 














<tc EA 
Cid 


Patterned after Millers Falls famous “888” 
Power Unit, this versatile new 14” electric 
drill direct-drives a wide line of rugged, 
quick-change attachments — many of them 
the same as are used with the “888:’ It’s truly 
a mighty mite with full 2.7 amp. motor and 
2250 RPM gearing for high torque. It’s the 
dollar-saving way to start a 14-tool power 
workshop and offers tremendous profit pos- 
sibilities in initial amd repeat sales. 


MILLERS FALLS 
TOOLS 


Portable Saw 
Attachment $13.50 


Orbital Sander 
Attachment $15.50 


Portable Jig Saw 
Attachment $12.50 


7-to-1 Speed 
Bench Sander 
Attachment $9.95 Reducer $13.50 


No. 1114 
Drill Press P il 
Stand $15.95 ower Drill 


Drill Press 
Vise $5.95 


Floor Polisher 
Attachment $29.95 


Bench Grinder 
Attachment $7.95 


ATTRACTIVELY 
DISPLAY 
PACKAGED 


Compact, colorful and 


easy to set up — the Write for free literature 
1114’s modern package 


has what it takes to MILLERS FALLS COMPANY 
en Dept. HW-24 Greenfield, Mass. 
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Merchandise Now In The News 








CLIP-ON DISPENSER for floor pol- 
isher and scrubber automatically flows 
liquid wax, detergent or rug cleaning 


fluid to the floor. For use with any 
Regina floor polisher. Clips high on 
handle of polisher, made of durable 
plastic.—The Regina Corporation 

For Details Circle 125 on INQUIRY CARD 


HOMKO POWERMATIC line free- 
wheeling rotary power mower cuts 
22” swath in one sweep. Features 
ultra-modern conveniences including 
finger-tip choke control, large side 
discharge chute and self-lubricating 
bearings.—Western Tool & Stamping 
Co. 

For Details Circle 126 on INQUIRY CARD 
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FLOOR PADS for home polishers for 
use on every make of twin-brush ma- 
chines. Each package contains two 
wool pads with welded reinforcements 
for longer wear. Molded center nests 
snuggly into recessed center of brush. 
Retail price is $1.—Brillo Manufac- 
turing Co. 
For Details Circle 127 on INQUIRY CARD 


BELLOWS-ACTION plastic dispenser 
for Presto-Set glue dispenses glue 
with just a touch of the thumb at the 
bottom—in drops for pinpoint ap- 
plications or in streams for cementing 
larger areas. Bellows tube is adapt- 
able to many other uses when empty. 
—United States Plywood Corporation 
For Details Circle 128 on INQUIRY CARD 








RAYON “SUEDE KING” master 
flock kit in six colors is designed for 
hobby crafters, art studios, decorators, 
display and sign firms, etc., to achieve 
unusual artistic effects. Kit provides 
unlimited range of practical and 
decorative uses.—Cellusuede Products, 
Inc. 
For Details Circle 129 on INQUIRY CARD 


CHILLYBIN foam plastic ice chest 
keeps ice cubes for days. Weighs six 
pounds, is sturdy and tough. Plastic 
is fused into a solid unit so that there 
are no seams to rust or give way. 
Ideal for fishermen, sportsmen, fam- 
ily outings, ete.—The American Ther- 
mos Products Company. 
For Details Circle 130 on INQUIRY CARD 
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For additional information on 
any item shown on these 








pages, please circle number 
on the Reader Service Card, 








facing Page 50 in this issue 


“NON RATTLING” window screen 
clips molded of. nylon hold window 
screens or storm windows in place in 
convertible frames. Shoe-shaped clip 
gives under tension stopping annoy- 
ing rattle of loose screens caused by 
wind or vibration.—Gries Reproducer 
Corporation 
For Details Circle 131 on INQUIRY CARD 


homeowner to disperse rain water to 
any part of lawn or garden, protect 
and keep shrubbery properly irrigated, 
carry excess water safely off the 
property, and prevent excessive rain 
water seepage into basements.—H. 
Van Housen 
For Details Circle 132 on INQUIRY CARD 
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PORTA COOLER features a _ turbo- 
propelled blower assembly which pro- 
vides a centrifugal force to create 
wider distribution of filtered air. 
Other features include quieter opera- 
tion and economy of _ operation. 
Equipped with two-speed motor, water 
gage and directional grilles—Rabar, 
Inc. 
For Details Circle 133 on INQUIRY CARD 


PORT-A-Q is a portable grille that 
can be used to cook aboard small 
boats. Also ideal for picnics, camping, 
in the fireplace, etc. Features include 


heavy duty 16 gage steel firebox, 
triple-plated chrome grille and legs, 
and stay-cool handles.—Star Orna- 
mental Iron Works 

For Details Circle 134 on INQUIRY CARD 


SLOTTED STEEL ANGLE called 
Metal Lumber comes in kits of steel 
structural members punched full of 
holes so that users may cut up mate- 
rial and bolt it together for many 
uses.—Republic Steel Corporation 

For Details Circle 135 on INQUIRY CARD 


“WHIRLING DIRVISH” is the latest 
craze in children’s games. A deft toss 
and the whirling plate poises for an 
instant in mid-air before being caught 
on the tip of pointed stick.—The 
Claretoy Company 

For Details Circle 136 on INQUIRY CARD 





ELECTRIC CAN OPENER features 
a magnetic lid-lifter, automatic punc- 
turing of can, automatic shut off, 
takes all shapes and size cans, has 
completely removable cutting mechan- 
ism for cleaning.—The Dazey Corp. 
For Details Circle 137 on INQUIRY CARD 
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NEWEST 
BROADEST 


and BEST 
LINE 


Twenty-two different models! 
Each superbly styled, each built to 
grip... gently or with mailed 

fist firmness. ¢ Finest castings, 
highly accurate machining and 
finishing. ¢ Baked, hammered 
silver grey enamel overall. 
e Screws and handle are zinc 
plated. Write for catalog 17 
covering all models. 


9 NEW Bench Vises 
Rt See  & 


Models 
937—334'"* 
950—5" a 


Pipe Vises 


850— 

Ve" to 1%" 
51— 

Ye" to 21" 
Pipe 

Not shown: 
Model 
*Jaw width 


MILWAUKEE TOOL & EQUIPMENT CO, 


2780 S. 29th St., Milwaukee, Wis. 
Bils Circle 19 on INQUIRY CARD 
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| highly polished surfaces. 
| for use as tablecloth pad, hot plate 
| pad, and shelf lining.—Curtiss-Wright 
| Corporation 








PRODUCTS 





NON-SKID rug anchor and cushion 
anchors small rugs firmly even on 
Also ideal 


For Details Circle 147 on INQUIRY CARD 


“SHURE-DRIVE” hammer is_ de- 
signed for fastening in thin steel, con- 
crete and other hard-to-penetrate ma- 


| terials. Head suspended from handle 


by energy absorbing materials.—Olin 


| Mathieson Chemical Corp. 


For Details Circle 148 on INQUIRY CARD 


DECORATOR WALL PLATES for 
switches and outlets can be made 
from kit which includes the lighted 
push-button switch and a four-plug 
outlet. Ivory or brown plastic frames. 
—General Electric 

For Details Circle 149 on INQUIRY CARD 


TILE CLEANER called Crest Tile- 
Brite reduces work of cleaning tile 
to a minimum. Has no irritating 
fumes, will not scratch glazed sur- 
faces, and has no harsh acids.—Kaiser 
Manufacturing, Inc. 

For Details Circle 150 on INQUIRY CARD 


BASEBOARD HEATER features 
slim, modern design, low installation 
cost, and heat transfer area of 500 
square inches per lineal foot. Coils 
are surrounded by a porcelain jacket. 
—Thermador Electrical Mfg. Co. 

For Details Circle 151 on INQUIRY CARD 





SLIDING GLASS DOOR CLOSER is 
designed to eliminate nuisance of 
manually closing sliding glass patio 
doors resulting in savings of air con- 
ditioning or heating costs—The Shel- 
by Spring Hinge Co. 

For Details Circle 152 on INQUIRY CARD 
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MAKE PUSH-BUTTON PROFITS 


.with this Hayes 


One of America’s largest department stores reports: 

“Your demonstration tank in our garden depart- 
ment increased sprayer sales 300% in one week’s 
time.” 

This new unit provides dealers with a dramatic 
method of showing customers the actual operation of 
Hayes sprayers. 

It shows the siphoning of the spray materials, the 
Hayes mixing and proportioning principle, the types 
of spray delivered by the various guns, exclusive me- 
chanical features, etc. 


Demonstration Tank 


It makes sales with a minimum of time and effort 


by your sales personnel. 


The Hayes demonstrator is simple to 
set up and operate, takes little space 
(only 14” x 28”). The components 
come in a compact case. The pipe 
assembly has fittings for three guns. 
Sides of the tank are clear lucite to 
provide easy visibility. No outside 
water connection is necessary—a sep- 
arate pump is included that recircu- 
lates the water through the sprayers. 
The entire unit weighs only 65 lbs, 


WRITE TODAY — for full details and special price to dealers. 


Hayes Spray Gun Company 


World’s largest manufacturer of garden hose sprayers 


98 North San Gabriel Boulevard, Pasadena, California 
For Details Circle 20 on INQUIRY CARD 
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First in demand First in SALES 


-hecause IGELOO 
Veins! is Proven in Use! 


Join the leader, stock and sell 
IGLOO—the most wanted, 
EY <-Yolh cel mt-laloMLT-Yo MY ach iclmetele) (-15 


in the world today. Your |IGLOO 


sales are backed by strong trade 





and consumer advertising. You 


fill the demand that's already 


| . wo 4 there. 


Complete cooler line—all sizes, types and _ styles 


[16x00 \ Ask your wholesaler 


No.1 IGLOO CORPORATION 


Mem rT mee 4, TENNESSEE 


... first in sales 
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MODEL UP-16 


7’ saw detaches 


for portable 


Easily 


reattaches wi 


use! 


quickly 


th + 


loss of accuracy! 


FIRST RADIAL SAW EVER OFFERED 
AT ANYWHERE NEAR THIS LOW PRICE! 
All the features of saws selling for twice as much plus dual portability! 


© Powerful 1 hp automatic safety clutch saw cuts 3” 
stock at 90° and 2” at 45°! 


Heavy-duty *4” Acme elevating screw! 


® Heavy U-beam 5-point support base! 
@ Full 180° swing in front and behind fence! 


Precision calibrated scale adjustments with positive 
indent stops right and left! 


8-second blade coast-down and fingertip power controll! 
Anti-kickback in front of blade! 

Widely spaced ball bearing carriage! 

Rips to center of 5112” panel! 


Dual portability: total weight only 6812 Ibs., saw easily 
removed for portable use! 


Makes all cuts: cross cuts, rips, miter cuts, bevel cuts, 


dados, cove cuts, bevel ploughs, ete! 


PORTABLE ELECTRIC TOOLS, INC. 


320 WEST 83RD STREET, 
CHICAGO 20, ILLINOIS 


Until today, it has been necessary for 
your customers to spend at least $100 
more for a saw of this type . . . and then 
they had to buy a separate saw for port- 
able hand use. That’s why radial saws 
have never been fast sellers! But now, the 
Shopmate Radial Saw provides all the 
accuracy and twice the versatility at a 
price that everyone can afford. National 
advertising in leading consumer publica- 
tions will tell your customers all about it. 
Be sure to have it in stock when they ask 
about it! 


14 


SUGGESTED RETAIL 


16 


COMPLETE WITH 
base and laminated 
hardwood table. 


Heavy duty utility 
stand also available. 


SHOPMATE 


mail to: George Weatherby, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 W. 83rd St., Chicago 20, Ill. 


Name 


Please send complete information on the new 
UP-16 Shopmate Radial Saw, including prices. 


HW-49 





Firm Name 





Address. 





City. State. 


Zone 





My Preferred Distributor. 
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There is 
nothing finer 
thana... 





The DIAMOND and DIAMALLOY 
trade-marks assure the user 
lifetime service satisfaction 


in wrenches, pliers and snips. 





The finest tools have 


these trade-marks... 


DIAMOND & 


DIAMOND TOOL gd /0/S€Sh06 (7, 


ra \\ 


DULUTH, MINNESOTA . TORONTO, ONTARIO 


> 

















REFLECTOR HARDWARE CORP. 


manufacturer of 


Spaceman” 


merchandising equipment 
brings you 


Better—Faster 
More Complete 


SERVICE 


@ RHC brings you the most modern, 
SPACE-SAVING, SALES-PRODUCING 
MERCHANDISING and DISPLAY EQUIP- 
MENT in the field. Everywhere, the 
greatest names in retailing use RHC 
Spacemaster. 


e@ Now YOU can get the best and get it 
faster! With stocks available on the 
coast, we can ship in 1 to 3 days. 


@ STORE PLANNING SERVICE creates a 
profit-making overall store plan, coordi- 
nating proper equipment with the proper 
merchandise with particular attention 
to customer buying habits and modern 
merchandising trends. 


VISIT OUR 
LOS ANGELES 
SHOWROOM SOON 


815 SOUTH LOS ANGELES STREET 
MAdison 4-3918 - 3919 


OR 
WRITE 
for ALL NEW CATALOGS 


@ To contact our San Francisco representative, 
write or phone our Los Angeles office. 





Gondolas for merchandising 
Hardware * Housewares 
* Hard Lines 








SPACEMASTER 300 
NEW versatile merchandising 
gondola units for every type 


of retailing need. 








Merchandising wall sections 
Partitions * Displays 


rE 





WALLMASTER 
loor-to-ceiling MERCHAN- 
DISING WALL systems 
Permanent * Semi-Permanent 
* Mobile 








Wall sections * Island Units 
* Gondolas * Over Table 
¢ Signing and Pricing 

* Display 


REFLECTOR HARDWARE CORP. 
Los Angeles 15, Calif. 


851 S. Los Angeles St., 


Please send CATALOCS 


display equipment for every 


SPACEMASTER 60-S 

featuring a complete line of 

self-serve store fixture and 
line or department 


DEPT. HW-4 


10) 20 30 











NAME 

FIRM NAME__ — POSITION 
ADDRESS___ 

|) Ee 


MAIN OFFICE G SHOWROOM 


- t L Fa C TO Rp PACIFIC COAST OFFICE & SHOWROOM 


HARDWARE CORP. 





NEW YORK OFFICE G SHOWROOM 
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WASHING’ 


—By N. R. REGEIMBAL 





Chilton News Bureau, Washington, D. C. 


Bringing Back ‘Fair Trade’ Will Be a Tough Job; 
Plenty Opposition From Gov't, Labor & Farmers 


Western businessmen have a heavy stake in the outcome of a 
drive to pass a new federal fair trade law now beginning to stir in 


Congress. 


Western interest in the pro- 
posal has been high. The legis- 
lation is being sponsored in the 
Senate by Sens. Hubert Hum- 
phrey, D., Minn., and William 
Proxmire, D., Wisc., and in the 
House by Rep. Oren Harris, D., 
Ark. 

Rep. Harris opened public 
hearings on the measure before 
his House Commerce subcom- 
mittee in March. The measure 
would set up a federal fair trade 
law, under which a manufactur- 
er could by notice to one dis- 
tributor in each state enforce 
minimum resale prices through- 
out the country. At present, fed- 
eral laws permit the states to 
pass their own fair trade laws. 

Meanwhile, a measure, spon- 
sored by Rep. Alvin Bently, R., 
Mich., would prohibit manufac- 
turers from selling goods at re- 
tail below the prices merchants 
must pay for their goods. Rep. 
Bently says there are cases 
where manufacturers are selling 
goods at retail in their own 
stores at prices as low as the in- 
dependent retailer can buy them 
at wholesale. 

Despite fairly widespread 
support among small business- 
men and some prominent con- 
gressmen, these measures face 
tough sledding. The fair trade 
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measure, for example, is bitter- 
ly opposed by the Justice De- 
partment, the Federal Trade 
Commission, labor unions, and 
farm groups. 

* * * 

FISHING POPULARITY con- 
tinues to attract more leisure- 
time Americans but hunting is 
slipping. .. . Last year, in spite 
of the business recession, almost 
a million more fishing licenses 
were sold than in the previous 
year, the U. S. Interior Depart- 
ment reports. ... Total hit 20.1 
million. . Hunting license 
sales, however, dropped by 154,- 
000 to 14.7 million. . . . Cali- 
fornia was first in fishing license 
sales the previous year but 
dropped to second last year and 
barely held sixth in hunting 
license sales as its sales of both 
types of licenses slipped. .. . 
Business recovery should touch 
off another spurt in fishing ac- 
tivities, and may strengthen 
hunting sales as well, experts 
predict. 

ok ok * 

CAMPING and related travel 
by Americans remained steady 
last year despite general busi- 
ness and employment slowdown. 

. A whopping 58.6 million 
persons visited national parks, 
only 1 per cent below the pre- 


vious year (which was largely 
offset by a different counting 
system caused by the transfer 
of popular Millerton Lake in 
California from federal to state 
control). . . . The number of 
visitors broke all previous rec- 
ords in 115 of the 179 national 
park areas. 
ok * * 

HIGHER TAX BILLS are in 
store from some firms which sell 
in more than one state... . Re- 
cent U. S. Supreme Court deci- 
sion gives states clear right 
to impose income taxes on sales 
within their boundaries by out- 
of-state firms. . . . Wholesalers, 
manufacturers, and interstate 
chain retailers will be especially 
affected. . . . Most states are ex- 
pected to take the new oppor- 
tunity to impose new taxes on 
this type of sale. 


* * * 


CO-OP ADVERTISING allow- 
ances would be restored under 
legislation introduced in Con- 
gress recently by Rep. Don Mag- 
nuson, D., Wash., and backed by 
many western businessmen... . 
Co-op advertising allowances to 
dealers suffered a sharp blow 
when the government switched 
its position and declared stand- 
ard method of allocating these 
allowances by manufacturers is 
subject to excise taxes. .. . Rep. 


Magnuson’s bill (S 4514) would 
make it plain that all co-op ad 
allowances are free from taxes. 
... Present status of co-op pro- 
grams has seriously hampered 
small firms in local advertising. 
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NOW! each EVANS POCKET TAPE 
comes packaged in 
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THE GREATEST IDEA FOR PACKAGING 
AND MERCHANDISING IN YEARS! 


EXTRA | 
VALUE oh OE 


“HOLSTER-PAK”, the greatest merchandising ad- FREE eee 
vancement in packaging of the decade, is the perfect HOLSTER Power-Tape- 
blend of product, package, promotion, and utility. This wonmt wy 
sturdy leatherette tape-holster clips on the belt and & fe) in HOLSTE! - C 
keeps the tape handy on the job at all times. Your 5 ¢ = 
customer actually gets the holster, a 50¢ value free, and 
at no advance in the price of the tape! 

Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form- 
fit “Holster-Pak”, each mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 

And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale “Ferris 
Wheel” display — the first display piece made specific- 
ally for mounting on pegboard, and to stand on the 
counter, too. It has action...it has sound...it has 
SELL! Ask your jobber about it! 
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MOTHER'S DAY (May 10) BRIDES’ SHOWERS 


Feature electric housewares 
cutlery, clocks, radios, app 


ances. etc kitchenwore, etc 


Feature housewares, silverware, glassware, 


electric clocks, electric housewares, cutlery, 


HARDWARE WORLD'S SECOND ANNUAL PROMOTION 


to tie in all spring gift-giving events in one big event 


WEDDINGS, ANNIVERSARIES AND GRADUATIONS 
Feature silverware, fine glassware and dinnerware, 
luggage, electrical products, housewares, radios, 
clocks, decorative ware, etc. 





WATER... WATER... 
EVERYWHERE 
Tie-in with National Waters Systems 


Month Feature home water sys- 
tems, plumbing supplies and tools. 


WATER SPORTS CARNIVAL 


Feature boats, supplies and acces- 
sories, water skis, life jackets, etc. 


GARDEN CARE 

Feature mowers, hose and 
sprinklers, plant food, 
pest controls and other 
supplies. 








TIME FOR BIG PROMOTION 


WHAT IS IT? This second annual promotion 
is called “Springtime is Gifttime.” It incorpo- 
rates seven (7) gift-giving events into one big 
gift-selling promotion. 

The events are Mother’s Day, Brides’ Showers, 
Bridegrooms’ Stag Showers, Weddings, Wedding 
Anniversaries, Graduations, and Father’s Day. 

WHY USE IT? These seven events cover the 





biggest gift-giving period outside of Christmas. 
Most of the merchandise that can be sold as gifts 
for any of these events comes under the classi- 
fication of quality. There is no need to cut prices 
to sell this merchandise. You only have to con- 
vince people that you carry recognized quality 
items. Many persons are not aware that a hard- 
ware store has such a wide selection of merchan- 


THESE FOUR AD- 
VERTISING MATS 
are included in the 
Merchandising Kit for 
‘‘Springtime is Gift- 
time” promotion. For 
best effects use at top 
of small ads. For larger 
ads you can use two or 
more of the mats 
placed throughout the 
ad. 





HOW TO ORDER YOUR 
MERCHANDISE KIT 


It’s easy. Just circle 299 on the inquiry card 
facing page 50 and drop it into the mail box 
today. No postage required. If you want ad- 
ditional copies of the hanging posters, put 
down the amount desired after the word 
“Remarks.” You will be billed for the kits 
after they are mailed to you. 

If you prefer, mail a check for total amount 


to: 
HARDWARE WORLD SERVICE BUREAU 


1355 Market Street .. San Francisco 3 











HARDWARE WORLD 








dise from which a person can select gifts for all 
these events. This promotion when used as out- 
lined, will make them aware of your store as gift 
headquarters. 

HOW TO USE IT. First, order the Merchandis- 
ing Kit. It includes 10 hanging posters and four 
newspaper mats for $3. Then consult the follow- 
ing pages which outline complete details for each 
of the seven sales events. Schedule this on your 
calendar. 

The hanging posters can be placed on wires 
hung across the store and attached to back- 
grounds in windows. If you can use more than 
the ten included in the kit, you can get more at 
15 cents each. Order enough to make a good 
impression in your store. 

Plan your entire advertising campaign in ad- 
vance. Use the mats in all of your gift ads. Al- 
though these mats were designed primarily for 
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newspaper ads, they can also be used in direct- 
mail pieces to supplement your newspaper adver- 
tising. There are two mats made for a minimum 
of two column ads, and two made for a minimum 
of three-column ads. Either can be used for 
larger ads. If you use as much space as a half 
page or full page you can use several of the mats 
in the one ad. 

This promotion was originally designed by 
HARDWARE WORLD to give independent retail 
hardware stores greater prestige as the place to 
buy quality gifts. If all retail hardware dealers 
in your trading area, for example, were to use 
the “Springtime” Kit and advertise the promo- 
tion with the same mats and use similar windows 
it would lift the hardware stores into a better 
position competitively as opposed to other retail 
outlets in your area. Let’s all make this “Spring- 
time is Gifttime” event a BIG ONE! 





# BRIDES...BRIDEGROOMS 
| GRADUATES... FATHERS 
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F Buy QU our Gift 


HANGING POSTER printed yellow on green highlights springtime gift-giving events. Ten are included in kit. 
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Mother's Day 


Schedule: April 25-May 9 
(Mother's Day ... May 10) 


WINDOW—The key word, Mothers, is con- 
nected by ribbon to the sign which can be made 
out of cardboard cut to simulate a cloud. To 
make more effective appearance you can use 
angel’s hair shaped like a cloud with cut-out let- 
ters placed on it. Old fashioned furniture sets 
the pace for this window. Place attractively 
around balance of window all types of merchan- 
dise that you think will appeal as Mother’s Day 
Gifts. 


ADVERTISING—In any of your advertising 
express the fact that “today’s mother likes a 
variety of things” and that your hardware store 
is a place for variety of merchandise. Select sev- 
eral items from each department in the store for 
newspaper ads in particular. Use one of the 
Hardware World mats at the top of your ad. 
These mats can also be used on mailing pieces. 
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BRIDES’ SHOWERS 


Schedule: May 9-15 


WINDOW—An inverted colored parasol is the 
feature attraction of this window. Fill it with 
dummy boxes, giftwrapped with various types of 
wrapping material. Run ribbon from the word 
Brides on the hanging sign on trellis to umbrella. 
Also use different signs around window to desig- 
nate the different type of showers such as bath 
showers, utility showers, kitchen showers, cutlery 
showers, gadget showers, cookware showers, etc. 


ADVERTISING — Use the Hardware World 
mat at the top of the ad and on the lead para- 
graph mention that you have all types of mer- 
chandise for such showers as/and then list all the 
showers that you show in the window. Illustrate 
where possible. 
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Bridegrooms’ 


Stag 
Showers 


Schedule: May 16-22 


OBJECTIVE—This is something new. Hard- 
ware World is trying to develop the idea as it 
makes quite a bit of good sense to have showers 
for the bridegroom and help him get started with 
such things as his workshop, garden tools, party 
serving supplies, or pleasure items such as sports 
supplies and hobby supplies. You can be sure 
that if you put such a display in your store you 
will get a lot of reaction from your customers and 
passersby as well as possible publicity in your 
local newspaper. 


WINDOW—Put sawdust on the floor and a 
simulated bar set up on the side. This window 
should attract a lot of attention. The stools are 
made out of nail kegs and the bar can either be 
borrowed or made from a large carton. Glass- 
ware, blendor, and ice crusher, etc., can be dis- 
played on the bar. Use a large barrel for display- 
ing all types of garden supplies and tools. Pin a 
few “cheesecake” photos around the window as 
suggested in illustration. You can also pin sev- 
eral on the trellis. 


PUBLICITY—Talk to the editor of your local 
paper and give him the story on what you plan 
to do in promoting these Stag Showers. He may 
be interested in running a feature not only an- 
nouncing that you are introducing it in your area, 
but telling the people how to put on such a shower 
and what type of showers can be popular with the 
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bridegroom. Put a sign around the store in sev- 
eral spots stating “see us on ideas of how to stage 
a Stag Shower.” Then keep your ears open if you 
know of anyone who is planning a stag shower, 
get all the information and see that publicity is 
sent to the newspaper about the shower after it 
has happened as most of these will be of a sur- 
prise nature. Once the local newspaper starts 
mentioning the names of people who have had 
Stag Showers, the idea should catch on. 


ADVERTISING—Direct mail and a handout 
piece could be printed stating how to put on a 
bridegroom stag shower. You can mention the 
different types of showers such as shower for 
the handyman, shower for the gardener, shower 
for the host, shower for the hobbyist, shower for 
the sportsman, etc. Give as many details as you 
can on types of merchandise that can be given for 
each type of shower and any other information 
that you can divulge. For newspapers use the 
mat at the top of the ad and then follow with 
such copy as “This year it’s fashionable to give 
bridegrooms’ stag showers.” Then give explana- 
tion of different kinds of showers that can be had 
and show in list merchandise that you can sell 
that could be given at such a shower. 
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Weddings 


Schedule: May 23-June 5 


WINDOW—This design will make a beautiful 
and impressive display. It can be made without 
much cost, just a little time and effort. Arrange 
as shown in illustration various sizes of boxes to 
make the appearance of a stairway to a throne. 
Use pipe, dowels, or broomsticks for candles on 
both sides of the stairway. Paint these in various 
colors or white. Use red cardboard on top cut to 
appear like a flame. A ladies wedding ring with 
a stone and a man’s wedding ring overlapped 
make a good symbol for your entire wedding pro- 
motion and the idea can be carried out in store. 


ADVERTISING — Use newspaper advertising 
with the “Springtime” mat at the top. Show il- 
lustrations of some of the items. 
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Wedding 
Anniversaries 


Schedule: May 23-June 5 


WINDOW—\The table setting is reminiscent of 
more romantic days for the celebrants of wed- 
dings. Cover table with a red and white checkered 
cloth. Borrow or make a bottled candle. Sign 
should look like a large bouquet of flowers on 
which is lettered, Wedding Anniversaries. Runa 
ribbon from this to wedding anniversaries on the 
hanging poster on the trellis. Display all types of 
merchandise as shown in window. 


ADVERTISING—Direct mail campaign could 
be effective for this type of promotion and also 
mention in it that you have appropriate gifts for 
weddings and wedding anniversaries. A news- 
paper advertisement can be equally interested in 
promoting gift buying of wedding and wedding 
anniversary presents. 
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Graduations 


Schedule: June 6-12 


WINDOW—Use a large sheet of white paper to 
simulate a diploma. Have the word “Graduation” 
lettered on it. Attach a ribbon from the diploma 
to the word Graduates on the hanging poster on 
trellis. You can also decorate the trellis by add- 
ing a few small pennants from various colleges 
on it. In the center of the window place a large 
box and drape it with blue cloth. Arrange dis- 
plays accordingly. 


ADVERTISING—If you can get a list of the 
graduates in your area, send letters to their 
parents suggesting that they come to your store 
to find a suitable gift for their graduate. Use ad 
in newspaper with the Springtime mat at top. 
lilustrate most of the items listed. 
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Father's Day 


Schedule: June 6-19 


WINDOW—A very simple, but effective sign 
can be made by getting an old top hat, a cane, and 
one glove and attach it to a card on which is let- 
tered Father’s Day. Run a ribbon from the word 
Father on the same poster to the sign. 


ADVERTISING—Direct mail can be effective 
for this promotion. List as many of the items as 
possible that you think would make a good gift 
for Father and put a price on each one. This 
could be used by the recipient as a check list of 
items they may be interested in particularly in 
certain price ranges. Newspaper ad should carry 
the Springtime Is Gifttime Cut on top. Show il- 
lustrations of various items and mention that 
these are for “the hobbyist, the home craftsman, 
home handyman, sportsman, the host, etc.” 
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COLORFUL WINDOW POSTER, five feet long by 3; 
feet wide, brightly painted in four colors, was centered in 
store window to stop traffic. 


Practical Gifts For 


Fairfax Hardware Company 
Denver, Colorado 


fob mg ae the public to “buy practical 
gifts for Mother” on Mother’s Day was a clever 
promotion which produced many more sales for 
Fairfax Hardware Company, in Denver, Colorado. 

In setting up the promotion a full month ahead 
of Mother’s Day, the Fairfax Hardware manage- 
ment headed by H. L. Rinehart, used two large 
island display fixtures, and two colorful window 
posters to present the “practical gift” theme. The 
posters, 5 feet long by 314 feet wide, and brightly 
painted in four colors, were centered in the store 
windows. 

On the two display fixtures inside, to the left 
of the main entrance, some 50 practical gift sug- 
gestions were shown, priced all the way from $1 
to as high as $39.95. All gifts shared one thing 
in common, which was their practical usefulness 
in everyday home life. In choosing the inventory 
involved, the Denver hardware dealers eliminated 
all “personal gifts” completely and offered, in- 
stead, some 50 choices of kitchen gadgets, small 
electrical housewares items, glamorized household 
needs, canister sets, tinware, wardrobe or rubber 
gloves, rolling pins, cake covers, etc. Each item 
was chosen on the basis of its popularity in past 
saies figures, as well as a price range which fitted 
into typical Mother’s Day gift budgets. 

Along with the merchandise was a set of color- 
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SALES SOARED as result of display of some 50 practical 
gifts on island fixtures inside store ranging in price from 
$1 to as high as $39.95. 


Mother's Day 


... Encourages Purchases of Higher 
Priced Merchandise, Boosts Sales 


fully gift-wrapped dummy packages, including 
some large enough to indicate that they contained 
toasters, grills, electric mixers, waffle irons, and 
even as large an item as an electric roaster. At- 
tached to a representative sampling of the gift 
items, displayed in the store window were typical 
gift cards, hand written with such messages as 
“With Love To Mother from Harry and Jane”’— 
“Enjoy this for many Mother’s Days, from 
father,” etc. The cards were an extra display 
touch which inferentially reminded many passers- 
by of the Mother’s Day obligation. In fact, nu- 
merous customers confessed to having forgotten 
the holiday altogether, until a look at the “practi- 
cal gift” posters in the windows reminded them. 

The program was frankly aimed at the cus- 
tomer who would appreciate the opportunity to 
“kill two birds with one stone” buying something 
useful for the home which most women would 
like to own, as a gift. It was found, as expected, 
that the average gift-giver would spend much 
more, as much as twice for a “practical gift” of 
this nature. 

Sales results showed that the Mother’s Day 
business due to this promotion was the best in the 
store’s history. They first started the promotion 
of practical gifts for mothers in 1956 and have re- 
peated it most successfully each successive year. 
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CRHA Sets New High 
In Attendance, Space 
And Exhibitor Sales 


Calif. Retail Hdwe. Assn. 
San Francisco Feb. 8-10 


Records fell by the wayside at the 
58th Annual California Retail Hard- 
ware Association Convention and 
Show in attendance, exhibitor space 
and sales. 

A total of 4335 dealers, an increase 
of 24 percent over 1958, registered 
during the 3-day event which opened 
on Sunday. The 223 exhibitors rep- 
resented an increase of 33.5 percent 
over 1958, and floor sales hit the 
$145,000 mark. A gain of 116.4 per- 
cent over the $67,000 figure for 1958. 

The show was held at Brooks Hall, 
San Francisco’s 100,000 sq. ft. ex- 
hibition center. Convention headquar- 
ters was the Whitcomb Hotel, where 
the program included a management- 
clinic session, the 5th Annual Western 
Breakfast, and the President’s Lunch- 
eon. Speakers included Sam Ziegler, 
City College of San Francisco; Dr. 
James W. Fifield, Jr., minister of the 
First Congregational Church of Los 
Angeles; Rear Admiral Jack P. Mon- 
roe, USN, Commanding Officer, Pa- 
cific Missile Range, Point Mugu, 
Calif.; Russ Mueller, NRHA director; 
and Gene Flack, advertising director, 
Sunshine Biscuits Co. 


Frank Bremer, Jr., Gridley Hard- Secretary K. Jacob- 
ware, Gridley, succeeded A. F. Kun- sen 
kee, Atascadero Hardware, Atasca- president 
Bremer, Jr. (left) 


dero, as president. 


There was a lot to look at as 
buyers visited from booth to 
booth in new exhibit center 


Buyers registering at counter kept 
girls busy during all three days at 
Brooks Hall 
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Nothing like trying out 
the merchandise at the 
Atkins Saw Division booth 


OFFICERS AND DIRECTORS elected at the 58th Annual Convention of 
CRHA are: front row, from left, M. J. Fitzgerald, Culver’s Hardware, Benicia, 
director; E. F. Degregori, Los Banos Hardware, Los Banos, director; F. G. 
Bremer, Jr., Bremer Hardware, Gridley, president; S. C. Schilling, Exeter Mer- 
cantile Company, Exeter, Ist vice president; G. W. Tomasini, A. F. Tomasini 
Hardware, Petaluma, director; and B. B. Bolfing, Bolfing’s Elmwood Hardware, 
Berkeley, 2nd vice president. Standing, from left, K. B. Jacobsen, secretary- 
manager of the association; R. H. Tieman, Tamalpais Hardware Company, 
Mill Valley, advisory committee; H. W. Hill, Hill’s Hardware, Linden, director; 
A. F. Kunkee, Atascadero Hardware, Atascadero, advisory committee; W. H. 
Messick, Messick Hardware, Salinas, advisory committee; L. M. Morris, Morris 
Hardware Weaverville, director; and Jack Horgan, Commercial Hardware 


Company, Reno, Nevada, director. Hill and Horgan are newly elected members. 


‘exc Tl 


President A. F. 
Kunkee (left) 
receives 
plaque 


Mexico Trip 
Booth was one of 
busiest spots at 
the show 


Time out as buy- 
ers and exhibi- 
tors pose with 
Miss Hardware 


congratuiates 
Frank 


“iN DIVISION 


Features of Royal Norse- 
man micro midget auto 
are extolled by exhibitor 


Pruning shears get acid 
test as buyer holds broom 
and exhibitor makes cut 


\ tl 
The ladies had their day at a fashion 
luncheon which featured a hardware 
theme 


A. F. Kunkee opens convention 
business session at the 5th An- 
nual Western Breakfast 
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Crowds Attend So. Calif. Hardware Show 


OR the first time since the show was started, 

the Pacific Southwest Hardware Association’s 
Hardware-Housewares Show was held without a 
convention of the members. It started on Febru- 
ary 22 in the Great Western Exhibit Center in 
Los Angeles. 

It was moved to Los Angeles after many years 
of being held along with the annual convention 
of the Association at Long Beach. It was decided 
after last year’s show to move to Los Angeles and 
present the show alone and to hold the conven- 
tion later in the year. Otto Grigg, secretary of 
the association, and the many exhibitors were 


ANCHOR being driven into con- 


crete block draws retailers new power mowers 


BUYERS see full 


line of ladders chickens arouse hun- 


; a 


LADIES REST on seat 


KIDDIES’ 
booth was busy 


very pleased with the results. More than 8500 
persons registered during the three days. About 
half of these were in the buying category, while 
the balance was made up of store salespeople, 
manufacturers representatives, wives, etc. 


There were about 200 exhibitors showing in 
about 325 spaces. Some 3000 hardware, house- 
wares and giftware lines were shown. About 
90,000 square feet of space was used. 


Grigg expects next year’s show to be larger 
than this one coming close to utilizing most of 
the space available in the exhibit hall. 


SERIOUS TALK leads 


to an order 


LOOM weaves insect screen- 
ing for interested hardware 
people 


AUTOS WHOLE FAMILY 


looked over goods 


IRONING BOARD 
becomes leaning 
board 


WOMEN are at- 
tracted to Silex 
booth to see new cof- 
fee maker 
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NEW FRY PAN is 
inspected by whole- 
saler from San 
Diego 


BUYER AND WIFE 
teams were preva- 
lent during show 


ORDERS being 
checked at booth 
showing big selec- 
tion of stain 


NEW FILTERS for 
evaporative coolers 
were introduced 
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partments serviced by 200 employees will cater to the 
needs of this growing community. The entire project will 
cost a million dollars. 


WHEN COMPLETED, Simon Hardware Company will 
look like the above sketch. The remodeled store will en- 
joy a full city block of frontage. Inside the store 20 de- 


58-YEAR-OLD OAKLAND FIRM TO EXPAND 


Million Dollar Program Will Feature 
Merchandise Conveyor, 2000 Car Parking 


Simon Hardware Company 

Oakland, Calif. 

This firm has become a member of 

HARDWARE WORLD'S Western 
Hardware 50-Year Club 


MILLION dollar expansion program featuring 

all of the most modern methods of selling 
hardware along with a parking area capable of 
handling 2000 cars daily is underway in Oakland, 
Calif., home of the Simon Hardware Company. 

The plan, scheduled for completion October 
1, will utilize an entire city block giving Simon’s 
a full block of store frontage, making it one of 
the most modern and up-to-date retail hardware 
stores in the West. A three-story landmark next 
door, built for the old Oakland Examiner news- 
paper in 1891 and in later years occupied by the 
Pix Hotel, will be completely remodeled. Both 
buildings will be joined to the present store at 
basement, main and second floor levels. 

Among the many features of the plan will be 
an underground receiving warehouse. Merchan- 
dise will move by conveyor through a tunnel to 
storage and sales areas. The program is adding 
42,000 square feet of sales, office and warehouse 
space and additional parking facilities capable 
of handling 2000 cars daily. 

Simon’s remodeled store will include 20 depart- 
ments serviced by 200 employees. For employees 
recreational facilities will be provided on the 
third floor of the building. 

The store is operated by the third generation 
of the founding family of which Stanley D. Simon 


APRIL 1959 


serves as chairman of the board. Bertram E. 
Simon is president and Aaron B. Simon is first 
vice president. Perry Hammett is controller and 
operations manager. 


EXECUTIVES of Simon Hardware Company are, from 
left, Perry Hammett, controller; Bertram E. Simon, presi- 
dent, and Aaron B. Simon, vice president. Seated is Stanley 
D. Simon, chairman of the board. 
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* — 
PORTABLE DEMONSTRATION 
TANK shows actual operation of vari- 
ous sprayers including siphoning of 
spray material. No outside water 
connection is necessary. Unit as- 
sembled measures 28” long 14” wide 
and 5” deep.—Hayes Spray Gun Com- 
pany 
For Details Circle 241 on INQUIRY CARD 


PROFIT CHEST for Lustro-Ware 
plastic housekeeping helpers takes up 
only 15” x 36” of floor space. Dis- 
plays 15 popular staples in an assort- 
ment of colors, a total of 34 dozen 
items. Sturdily built. — Columbus 
Plastic Products, Inc. 
For Details Circle 242 on INQUIRY CARD 
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Merchandising Aids 


HAND TOOL DISPLAY puts em- 
phasis on the head of the tool rather 
than taking valuable space for dis- 
play of handle. Finished in blonde 
birch, display shows 29 tools.—Kel- 
sey-Hayes Company 

For Details Circle 243 on INQUIRY CARD 


DISTINCTIVE PLIER display fea- 
tures four of company’s pliers 
mounted on an attractive panel. Holds 
flat-nose plier, diagonal cutter, round- 
nose plier and long-reach cutter.— 
Champion DeArment Tool Co. 

For Details Circle 244 on INQUIRY CARD 





ACTION DISPLAY of Evans rules 
is designed for mounting on “Peg- 
Board” as well as counter. Revolving 
wheel can be turned by customer to 
make selection—Evans Rule Co. 

For Details Circle 245 on INQUIRY CARD 





ROPE DISPLAY RACK is designed 
to facilitate and step up rope sales. 
Made of steel, rack is 35” wide x 56” 
high with four shelves.—Tubbs Cord- 
age Company 

For Details Circle 246 on INQUIRY CARD 


SELF-SERVICE BIN PACK for 
orange juice sets attractively pack- 
aged measures 26” x 19” x 56”. Bin 
holds five-dozen sets.—The Plas-Tex 
Corporation 

For Details Circle 247 on INQUIRY CARD 


MOLLY HOOKS for use with Molly 
screw anchors or Jack Nuts are 
offered skin-packed, four to a card. 
The sturdy card, 2%” x 34%”, is at- 
tractively printed on both sides in 
two colors and punched for hang-up 
display.—Molly Corporation 
For Details Circle 248 on INQUIRY CARD 


HARDWARE WORLD 





NEW PRODUCTS 





DOOR STOP AND HOLDER can be 
adjusted up to 4%” after installation. 
A gentle push or pull engages or re- 
leases the door. Rubber padded for 
smooth, quiet operation.—Builders 
Brass Works 


For Details Circle 165 on INQUIRY CARD 


WIRE COILS, with hundreds of uses 
for the home handyman, is available 
in solid copper, aluminum and an- 
nealed steel. Each coil is tagged with 
an eye-catching “Band-It” label. — 
Atlas Tack Corporation 


For Details Circle 166 on INQUIRY CARD 


ROLL-A-RACK new pattern space 
saver king-size tray tables stand up- 
right to make a compact, decorative 
storage unit for four. Mounted on 
swivel wheels for mobile convenience. 
—The Cal-Dak Company 


For Details Circle 167 on INQUIRY CARD 
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CHARCOAL CADDY KITS feature | 
tightly covered polyethylene bucket | 


which holds 10 pounds of charcoal, 


lighter, outdoor cookbook and a pair | 
of spring opening Char-Tongs.— | 


Flambeau Plastics Corporation 
For Details Circle 168 on INQUIRY CARD 


CABINET PULL AND CATCH fea- 
ture delicate proportions and a man- 
sized grip. Catch has hinged action 
resilient roller for softer closing and 
firmer holding, longer life and quieter 
action.—Prestige Hardware Corp. 


For Details Circle 169 on INQUIRY CARD 


GOOD EARTH BOW RAKE has 15 | || 
curved teeth formed on 15-inch wide | |” 
head. Teeth are 2%,” in length. One- | ~~ 


piece head is firmly locked into 
weatherproof-finished handle.—Great 
Neck Saw Mfrs., Inc. 


For Details Circle 170 on INQUIRY CARD 








EASY-T0-SELL 
PROFITS 
GRIES 


<= CUP HOOKS 


One-Piece Durable 


6 sizes ('/." to 14") in Nickel and 
Brass, each 
packed 100 to & HOOKS 


box. %" si ar 
carded’ in 7 ala eel 

10 | 
pia Nicksl ond feaee: 


Brass. 


“EZ UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 
in boxes of 50. 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 2% with 
2 flat peoe steel screws 
per h 


“> WING NUTS 


Bright rustproof finish . . . 
4 popular sizes . . . boxed 
in an attractive counter 
display. Also available in 


Qe? 100 to-o-bor Ina 
CAP NUTS 


—* range of 
Attractively finished and packed 


GRIES 


fe 


thread sizes. 
in a self-selling counter display 
assortment in 4 popular sizes. 
Also available in bulk or in 
boxes of 100 in all thread 
sizes. 


JOBBERS: Write now for ean _ 
ts GRC's full line of mone 
pn ag mont ww Ae DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 
DEALERS: See your jobber salesman for im- 


mediate delivery on 


these and other GRC 
" GRIES REPRODUCER CORP. 


hardware items. 


| hey hf s foremost producer of small die —) 





ie, New Rochelle, N. 
‘4 NEw Rochelle 3-8600 
For Details Circle 26 on INQUIRY CARD 
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NEW PRODUCTS— Continued From Page 22 





FLAME EDGE KNIFE features a 
tungsten carbide cutting edge that 
will cut anything from tomatoes, hot 
bread and even to shoe leather. Stays 
sharp longer than honed steel.— 
Robeson Cutlery Co., Inc. 

For Details Circle 138 on INQUIRY CARD 


EXTRA LARGE SHAKER SET is 
ideal for table, kitchen and barbecue 
use. Sets are available in red, yellow, 
pink, turquoise with white tops. 
Smart, easily handled design.—The 
Plas-Tex Corporation 

For Details Circle 139 on INQUIRY CARD 


GARDEN HOE features a serrated 
edge design for “easier digging, 
faster hoeing.” Four sharp points per 
inch of width are said to penetrate 
ground easier. Thin tapered blade.— 
True Temper Corporation 

For Details Circle 140 on INQUIRY CARD 
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is 


ADJUSTABLE STEAK GRILL made 
of heavy steel adjusts from '% inch 
to 1% inch. Chrome plated and easy 
to clean. Grill is ideal for picnics and 
camping out.—Dahlhauser Mfg. Co. 
For Details Circle 141 on INQUIRY CARD 


AUTOMATIC WATERLESS COOK- 
ER has a removable heat control that 
also operates other members of the 
cook ’n serve line. Snug-fitting cover 
prevents loss of vapors.—West Bend 
Aluminum Co. 

For Details Circle 142 on INQUIRY CARD 





ue _ i 
TOOL-TREE holds garden tools and 
allows removal of any one tool with- 
out unlocking rack. Easily mounted 
with three small screws or nails. Of 
aluminum alloy that does not rust.— 


Supreme Foundry, Inc. 
For Details Circle 143 on INQUIRY CARD 


LADY ARNOLD DINNERWARE is 
a lightweight polypropylene plastic 
that is absolutely unbreakable and 
heat resistant to 300 degrees F. Im- 
pervious to stains.—A. C. Martinelli- 
Rogers Plastic Corp. 

For Details Circle 144 on INQUIRY CARD 














DRYWALL HAMMER features 
crowned scored face for correct dimple 
to recess nail head without breaking 
face paper and board. Vinyl-nylon 
cushion grip absorbs all shock.— 
Estwing Mfg. Co. 

For Details Circle 145 on INQUIRY CARD 


RAINMAKER HOSE NOZZLE fea- 
tures a variable spray, pressure 
stream and flushing stream by handle 
pressure. Quick action nut locks open 
in any position by flick of thumb.— 
A. W. Francis Company 

For Details Circle 146 on INQUIRY CARD 


HARDWARE WORLD 





Do floor nails 
rip into your 





Holt demountable 
drum cushion keeps 


HYDRANTS Gy w2" 

. always working 
Assure uninterrupted outdoor water 
service the year around. Ideal for 
homes, farms, tourist courts, trailer 
parks, golf courses, factories and 
cottages. The shutoff valve is below 
the frost line. All brass and copper. 
Valve assembly removable. 

Write for Bulletin 1001. 

Order from your jobber. 


. . : When you rent Holt sanders you have the profitable advantage of 

patented demountable drum cushion that you can replace on the 
STRATAFLO PRO r = job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
For Details Circle 27 on INQUIRY CARD take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 

paired cushion to “set”... no need to tie up capital in spare drums. 
A real help 


FORT WAYNE, INDIANA 








for salespeople 
To remove cushion, 
loosen this nut. 


Slip off old, slip 


CHINA A GLASS | on new eon. 


By H. O. Wilson Another exclusive advantage for you is the streamlined design 


of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 


This 56-page booklet reveals sales and merchan- break. It’s easy to put into and take out of private automobiles. 


‘i For full details, mail NOW. 
dising ideas for all types of dinnerware, glass- een Cn i Se 2% 


ware and table accessories. It also gives the 
historical] background, manufacturing methods i MANUFACTURING CO. 
and window and in-store display ideas. or eit Se pede 


Get this excellent sales aid, today. Send 25 cents 
for each booklet to... 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. K-4 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Nework 8, N. J. 


Please send me folders describing Holt rental machines. 


HARDWARE WORLD SERVICE BUREAU NAME POSITION 


1355 Market Street San Francisco 3, Calif. FIRMA 
ADDRESS. 























For Details Circle 28 on INQUIRY CARD For Details Circle 29 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About GIFT PRODUCTS 








FLORALS are featured in 1959 pat- 
terns of Texas Ware. Floral decora- 
tions combine new harmony in colors, 
all of which are soft and subtle. Won’t 
break, crack or chip.—Plastic Manu- 
facturing Co. 

For Details Circle 156 on INQUIRY CARD 








ALUMINUM FOUNDATION ventila- 
tors feature two basic styles, one with 
hinged damper, the other with a slide 
cover. Both are 16” x 8” to fit any 
type of masonry. Heavy construction. 
—Leigh Building Products. 

For Details Circle 157 on INQUIRY CARD 





EYE-CATCHING 


MOTIFS, 
and sizes are featured in the 1959 


shapes 


line of insulated picnic bags. These 
include three models, “Ship-Mate,” 
“Oval,” and “Double Decker.”—The 
Hamilton Skotch Corporation 

For Details Circle 158 on INQUIRY CARD 


ag 


“POLYMAT” is a “do-it-yourself” 
4x4” square of polyethylene mat unit 
which “grows” into all sorts of floor 
mats, rugs, counter mats, etc. House- 
wife can create own designs.—The 
Emeloid Mfg. Co. 

For Details Circle 159 on INQUIRY CARD 


SEMI-FLEX BLADE putty knife is 
made of saw steel with nickle-plated 
ferrules. Has a sturdy red-enameled 
wood handle with a hole for hanging. 
Retails for 20 cents.—Red Devil Tools 
For Details Circle 162 on INQUIRY CARD 





ROOT FEEDER attaches to garden 
hose, and by the use of highly con- 
centrated plant food cartridges, plant 
food in solution is taken right to 
feeder roots. Makes feeding easier.— 
Ross Daniels, Inc. 

For Details Circle 160 on INQUIRY CARD 





“MASKIT” is a self-adhesive mask- 
ing paper to provide protective cover- 
age when paint is applied in any 
form. Resists paint and bleeding of 
paint for clean trim line.—J. E. Fricke 
Co. 

For Details Circle 161 on INQUIRY CARD 


RIDING ROTARY MOWER features 
automotive type differential, safety 
clutch, four-wheel design, floating 
front end, low silhouette and wide 
spread handle for stability —Yard- 
Man, Inc. 

For Details Circle 163 on INQUIRY CARD 





METAL HANDLED LOOPING 
SHEARS will easily cut branches up 
to 14%” diameter. Comfortable non- 
slip grips and replaceable cutlery 
steel cutting blades are also features. 
—Seymour Smith & Son, Inc. 

For Details Circle 164 on INQUIRY CARD 


HARDWARE WORLD 





SS 


MMI 


WAAAY SRBSAAAQAVY 


WH 


MQ 
QQOARAMABWVAQK 








YY tiG4it, Vif fj 
/}} 


\ V/ /} | 





2-IN-1-PACK! 


FLEX-FOLD PADS 


16 pads. You can split package — make more sales. 


1 POUND TUBES @ SPOOL WOOL 
FLOOR PADS @ HANDI-KITS 

SCOUR PADS @ SOAP-FILLED PADS 
Not sold direct. Order through your Wholesaler. 


For Details Circle 31 on INQUIRY CARD 
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For Details Circle 30 on INQUIRY CARD _ 








The Most Dramatic 


PADLOCK PACKAGE 


in the world... 


glaymaker 


LOCK CO. LANCASTER, PA. 


For Details Circle 33 on INQUIRY CARD 
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World’s Largest 
Producer of 
Brass Padlocks 
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ILSHIRE 


“eS 


World-famous manufacturer 
of fine quality fireplace 
furnishings presents its 
outstanding new line of 


BARBECUES 


Write for colorful 
brochure on Wilshire’s 
exciting barbecue line! 


Popularly-Priced WAGON with OVEN 
No. W9300-B. Stainless 
a ao ease” 9G 29 


with outlet and spit. 


7-Piece 
Polished Brass 
Ensemble 

NO. 19-11 
BLACK MESH 


se 


Write for 16-page Fireplace Furnishings Catalog! 


MFG. COMPANY 


4865 San Fernando Road West 
Los Angeles 39, California 


SG I a ee 


HOUSEWIVES' CHOICE! 


You'll profit plenty by stocking the seven popular styles of 
ap, Gottschalk’s Metal Sponges. Women coast-to-coast have 
\Y preferred labor-saving Gottschalks for over 40 years because 

they do a better cleaning and scouring job on floors and 

woodwork, utensils, tiles, metal, porcelain and enamelware, 
whitewall tires, etc. Durable, harmless to hands and 
fine finishes. 


i 
TTSCHALK’S 
U METAL SPONGES 


Don't bother with substitutes. Supply women with the 
original Gottschalk’s Metal Sponges they want. Write today 
for details. 


METAL SPONGE SALES CORP. 
3650 N. 10th St., Dept. W, Philadelphia 40, Pa 


No. 110 All-purpose 
Bronze Alloy Sponge 
—suggested Retail 


SY 


Sponge— suggested 
Retail Price 50c 


i 
l 
i 
Barbecue and Grille | 
L 


i 
i 
i 
L 


For Details Circle 34 on INQUIRY CARD 
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TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE 
NUMBER ON INQUIRY CARD PAGE 50 


“HOW TO STRETCH YOUR 
PAINT DOLLAR” is an illuminating 
booklet issued by the Bureau of Na- 
tional Affairs, Inc., in conjunction 
with the Cleveland Better Business 
Bureau to expose sucker ads and gyp 
artists. The booklet gives the inside 
story on chalking, fading, peeling and 
blistering. It points out that “manu- 
facturers of quality paints are mak- 
ing progress in turning out products 
that are blister-resistant, but any 
claims that a paint is entirely blister- 
proof are strictly false and are made 
by unethical operators.” 

For Details Circle 211 on INQUIRY CARD 


DRAGON SKIN ENVELOPE 
STUFFER imprinted with dealer’s 
name issued by Red Devil Tools is a 
two-color, illustrated stuffer describ- 
ing various sizes, forms and uses of 
Dragon Skin steel sandpaper. A 
three line imprint of dealer name and 
address on the front cover of the 
folder is included on request. The 
stuffer also pictures the many ways 
in which the steel product can be 
used. 

For Details Circle 212 on INQUIRY CARD 


“THE PROFESSIONAL TOUCH” 
is a pamphlet aimed at reducing the 
number of off-the-job traffic accidents 
to industrial employees published by 
the National Safety Council. The 
12-page, multi-colored pamphlet pro- 
vides tips on how to drive profes- 
sionally, and examples of where the 


amateur driver goes wrong. 
For Details Circle 213 on INQUIRY CARD 


KITCHEN PLANNING BOOK is- 
sued by the Better Kitchens Institute 
is a 82-page book which tells how 
each kitchen layout must be carefully 
plotted out. Its purpose is to per- 
sonalize each kitchen to individual re- 
quirements with precision built, well 
fashioned steel cabinets. 

For Details Circle 214 on INQUIRY CARD 
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VIBER-8 BROCHURE describes 
and illustrates a portable, battery- 
operated vibrator claimed by the 
manufacturer to relieve common 
headaches and tired neck muscles as 
well as smooth and soften lines and 
wrinkles under chin. Issued by the 
Viber-8 division of Hearever Co., Inc. 

For Details Circle 215 on INQUIRY CARD 


CHALLENGER LOCKS full color 
brochure issued by the Challenger 
Lock Company includes complete 
specifications, recommended uses, cut- 
away drawings of locks, plus full 
color illustrations of both locks and 
escutcheons within a single 12-page 
booklet. 

For Details Circle 216 on INQUIRY CARD 


KV HANDY HOOKS catalog issued 
by Knape & Vogt Mfg. Co., shows the 
complete line of Handy Hooks for use 
with 4” and %” perforated boards. 
More than 150 different Handy Hooks 
are illustrated as are packaged kits 
for use in home workshops, kitchens, 
housekeeping closets and garages. 
For Details Circle 217 on INQUIRY CARD 


POCKET SIZE WIRING DEVICE 
CATALOG issued by the Eagle Elec- 
tric Mfg. Co., Inc., is a handy on-the- 
job reference which brims over with 
illustrations and pertinent informa- 
tion on Eagle’s specification grade de- 
vices. Fast and easy to use, catalog 
covers three wire “U” devices, 
grounding devices, interchange de- 
vices, switches, receptacles, combina- 
tion devices, wall plates, range and 
dryer receptacles, weatherproof de- 
vices, Eagalok locking devices, fuses, 
sockets, armored caps and connectors. 

For Details Circle 218 on INQUIRY CARD 


VAPORTIGHT CATALOG issued 
by the Stonco Electric Products Com- 
pany describes and illustrates in 12 
pages the company’s products. In- 
cluded are specifications, dimensional 
data with outline drawings and ap- 
plication information for all com- 
ponents and assemblies of the entire 
line of completely interchangeable 
pendant, ceiling and wall fixtures. 
Large cutaway photos illustrate the 
precision-molded die-castings, “air- 
conditioned” reflectors and other out- 
standing design features. 

For Details Circle 219 on INQUIRY CARD 


WROUGHT IRON RAILING AND 
COLUMNS catalog issued by Versa 
Products Company illustrates and de- 
scribes all of the newest in wrought 
iron decor both outside and inside all 
types of architectural buildings, 
whether home, business or industrial 
for the do-it-yourselfer as well as the 
thorough contractor. 

For Details Circle 220 on INQUIRY CARD 


ROOM AIR CONDITIONERS BRO- 
CHURE issued by the Kelvinator di- 
vision of American Motors Corpora- 
tion describes and illustrates in color 
several models of room air condition- 
ers pointing out product features and 
specifications. 

For Details Circle 221 on INQUIRY CARD 
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FREE LITERATURE 





BUYERS GUIDE information kit 
issued by the Carborundum Company 
is designed to make it easier to 
specify and order coated abrasives. 
Includes convenient reference tables 
and forms for listing requirements; a 
selector chart for metalworking op- 
erations and a selector chart for 
woodworking operations; basics in 
coated abrasives for the metalwork- 
ing trades and basics in coated abra- 
sives for the woodworking trades. 

For Details Circle 222 on INQUIRY CARD 


FUEL CONTAINERS AND PUR- 
ING DEVICES catalog issued by Ed- 
ward Can Company illustrates and 
describes the company’s line of prod- 
ucts including specifications for gaso- 
line and solvent cans of all sizes and 
shapes as well as the new Edward 
Porta-Cans. Also shown as pumps 
for use with the various containers. 

For Details Circle 223 on INQUIRY CARD 


TRANSPORTER STACKER BRO- 
CHURE issued by the Automatic 
Transportation Company illustrates 
and describes the features of the 
company’s 5000 pounds capacity plat- 
form stacker. Included are specifi- 
cation and performance data. 

For Details Circle 224 on INQUIRY CARD 


PLAY GYM CATALOG issued by 
the Channel Master Corp is a full- 
color illustrated catalog which pre- 
sents a large number of safety, fun 
and merchandising features.  In- 
cluded are 12 play gym models as 
well as four free-standing slides. 

For Details Circle 225 on INQUIRY CARD 


AMERICAN LOCK 16-page catalog 
issued by Junkunc Bros., American 
Lock Company, describes and illus- 
trates in three colors the company’s 
complete line of locks. All locks are 
shown full size; keyed alike padlock 
numbers are also included. 

For Details Circle 226 on INQUIRY CARD 


“DOWL - IT” self - centering dowel 
drill guide pamphlet issued by the 
“Dowl-It” Company describes and il- 
lustrates the product. Also included 
are recommended uses and features. 

For Details Circle 227 on INQUIRY CARD 


CORDAMATIC CLOTHESLINE 
REELS catalog sheet issued by 
Cordamatic describes and illustrates 
features and specifications of the com- 
pany’s product as well as suggested 
uses. 

For Details Circle 228 on INQUIRY CARD 


OPAL - VINALUNE WEATHER- 
PROOF SCREENING brochure is- 
sued by The New York Wire Cloth 
Company describes the features of 


for the 
important 


sliding door 


market with... 
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DOORS 


PARALLEL 
DOORS 











R-W "EaR-Way”" Track and Trolleys offer an easy 
to merchandise—easy to inventory—easy to sell 
product to help you capitalize on the sliding door 
market... a market that offers a great potential 
for sales. R-W “EaR-Way” Track with “attaching 
ears” as an integral part of the track eliminates 
the need to inventory attaching brackets, bolts, 
etc. All you need is track, connecting brackets and 
trolleys and you are in business . . . sufficient lag 
screws included with each order. Stock-up now 
with top-quality, but economical, R-W “EaR-Way” 
Track and Trolleys. 


TRACK & HANGERS 


---ideal for sliding doors 
on garages, barns,. 
industrial and 
commercial 
buildings ! 


FEATURES... 


@ TRACK FINISHED IN GRAY ENAMEL... 


AVAILABLE IN STANDARD LENGTHS OF 
4’ THROUGH 10’. TRACK FEATURES 
“ATTACHING EARS” ON 12” CENTERS. 
NO NEED TO STOCK ATTACHING 
BRACKETS. 


RUGGEDLY CONSTRUCTED OF 16 
GAUGE STEEL . .. BOSSES HOLD TRACK 
AWAY FROM BUILDING ALLOWING 
FREE PASSAGE OF AIR. 


TOP-QUALITY AT AN ECONOMICAL 
PRICE. 


TRUCKS ON R-W HANGERS CADMIUM 
PLATED (not electro-zinc plated) FOR 
EXCELLENT RESISTANCE TO RUST AND 
CORROSION...ASSURES DEPENDABLE 
SERVICE AND EASY OPERATION. 


FOR ADDED PROFITS . . . R-W offers a complete line of QUALITY hardware items 
including: "LOCK-JOINT” Track and Hangers; Weatherproof Barndoor track and hangers; 
Latches; Hasps; Door Bolts; Flush Pulls; Door Handles; Stay Rollers; Binders; Floor Guides; 
Hinges in a broad assortment of types and sizes; Studding Socks, complete hardware 
kits for sliding doors, Industrial Doors of all types and Electric Door Operators for 


Richards-Wilcox 


Residential and Industrial Doors. 





MANUFACTURING COMPANY 


for complete informa- 


“A HANGER FOR EVERY DOOR THAT SLIDES” 


the company’s screen products. 
For Details Circle 229 on INQUIRY CARD 


330 W. THIRD ST.  *+ 


For Details Circle 35 on INQUIRY CARD 
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AURORA, ILLINOIS 


tion. Request Catalog 
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Raymond V. Raymond 
Hahn, Sr. Hahn, Jr. 


LOS ANGELES — Raymond V. 
Hahn, Sr., has been named president 
of the Maytag West Coast company 
by action of its board of directors. 
He had been operating head of the 
firm for the past year as vice presi- 
dent and general manager. 

In a simultaneous move, Raymond 
Hahn, Jr., was named by the board 
to the newly-created position of vice 
president and general sales manager. 
He had been sales manager for the 
southern division of the firm. 

Distributor of Maytag appliances 
in California and western Nevada, the 
Maytag West Coast company is a 
subsidiary of the Maytag company, 
Newton, Iowa, manufacturers of home 
laundry appliances. 

The senior Hahn has been associ- 
ated with Maytag West Coast since 
he began selling washers house-to- 
house in 1928. He subsequently held 
positions as assistant general man- 
ager and sales manager, southern 
division. ‘ 

His son, Raymond Jr., joined the 
firm in 1946 as a regional manager. 
He succeeded his father as southern 
division sales manager a year ago. 
A graduate of the University of Cali- 
fornia at Los Angeles, he is married 
to the former Betty Jo Miller of Al- 
hambra and the couple have two 
children. 


Wear-Ever Ass't S.M. 


J. E. Searight has been appointed 
assistant sales manager, housewares 
division, by Wear-Ever Aluminum, 
Inc. He was formerly a housewares 
salesman, handling major accounts in 
the Philadelphia-Baltimore-Washing- 
ton area since 1956. 
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©. Ames Elects 
New President, 
Vice President, 
Sales Manager 


F. Bliss 

Winn 

F. Bliss Winn has been elected 
president of O. Ames Company, 


Parkersburg, W. Va. Other positions 
announced at the same time were 
those of James G. Campbell to the 
position of vice president, sales; and 
J. Brunson Williams to the position 
of sales manager, tool division. 

Winn has been associated with the 
O. Ames Company for 20 years, ser- 
ving in the capacity of plant manager 
of the North Easton, Mass., plant, 


McCulloch 
Appoints 
General 
Manager 


George P. 
Eichelsbach 





LOS ANGELES — George P. Ei- 
chelsbach, Jr., vice president of Mc- 
Culloch Corporation, has been ap- 
pointed general manager of the firm’s 
power chain saw operations, it was 
announced by Sherwood H. Egbert, 
executive vice president. With head- 
quarters in Los Angeles, McCulloch’s 
home office, Eichelsbach will be in 
charge of engineering, manufactur- 
ing, quality control and sales of chain 
saws and other products of the newly 
designated “Los Angeles division.” 


Shaver Joins Rep. Firm 


LOS ANGELES — Rodney Shaver 
has become a new associate in H. M. 
Johnston & Associates, manufactur- 
ers’ representative firm which was 
established by the late Harry M. 
Johnston. He will work in Southern 








J. Brunson 


James G. 
Campbell Williams 
assistant sales manager and vice 


president, sales. 

Before coming to Ames, Campbell 
was associated with Club Aluminum 
Corporation, Chicago, and has served 
the Ames Company as district sales 
manager, assistant sales manager and 
sales manager, tool division. Williams 
served as sales representative and 
district sales manager and assistant 
sales manager, tool division. 


Club 
Assigns 
Western 
Region 


Lee 
Berberich 





Lee Berberich, Western sales man- 
ager of the Club Aluminum Products 
Company, is being given responsi- 
bility of Club’s Inland Glass Division 
sales in the entire Western region. 
The states included are .California, 
Oregon, Washington, Idaho, Nevada, 
Utah, Montana and Arizona, which 
were formerly covered by manufac- 
turers’ representatives. 





California area under Robert Pastor, 
manager of the firm. 





Where's The Number? 
Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted at 
the bottom of an ad. To find the inquiry 
number check the INDEX TO ADVER- 
TISERS on Page 64 of this issue. 


CIRCLE THE NUMBER—WE DO THE REST 
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ACCO 
Names 
General 
Manager 


M. Robert 
Wilson 


M. Robert Wilson has been ap- 
pointed general manager of the Penn- 
sylvania Lawn Mower division, Exe- 
ter, Pa., American Chain & Cable 
Company, Inc. 

Prior to joining ACCO, Wilson was 
executive vice president of Stelten- 
kamp-Wilson & Associates, Chicago, 
Ill., a management engineering firm 
working exclusively on marketing 
problems. He was for several years 
general manager of sales and dis- 
tribution for Thor Appliances Corp. 
Previous to that he was sales man- 
ager of the special accounts and 
premium division for Ekco Products, 
Chicago. 


Liberty 
Appoints 
Managing 
Director 


Robert C. 


Vereen 


Robert C. Vereen, managing editor 
of Hardware Retailer magazine, pub- 
lished by the National Retail Hard- 
ware Association, Indianapolis, has 
been selected as the new managing 
director of Liberty Distributors, Phila- 
delphia. He assumed his new duties 
March Ist. 

Liberty Distributors is a voluntary 
association of 23 hardware-house- 
wares wholesalers who service virtu- 
ally every state in the nation. Their 
combined wholesale sales volume ex- 
ceeds $250 million. Sales volume of 
their retail customers approaches one 
third of a billion dollars—better than 
one-tenth of the entire $3 billion 
hardware market. 


APRIL 1959 


TWO DEALERS FROM OREGON sign up as S & Q Dealers the day before 
the 1959 Retailers’ Conference held by Janney, Semple, Hill & Company, 
Minneapolis, L. M. Hatfield (center) president of the wholesale hardware firm 
and a former Portlander are going over the details of the S & Q stores program 
with Henry Braunsteen (left) owner of hardware store in Portland, and Alfred 
Gabriel, owner of hardware store in Prineville. 


RETAILERS ATTEND S & Q HARDWARE STORES’ CONFERENCE 


MINNEAPOLIS, Minn. — About 
1200 S & Q Dealers, wives and key 
personnel attended the annual S & Q 
Retailers’ Conference at the Hotel 
Leamington, here. The S & Q Hard- 
ware Store program is sponsored by 
the Janney, Semple, Hill & Company, 
whose sales policy as of January 1, 
1959, was changed to sell only to the 
affliated S & Q Stores in the retail 
field. 

The conference was a combination 
of educational program for the im- 
provement of store management and 
a spring buying event. For the 100 
top manufacturers in the United 
States displayed new products and 
new methods of display at the whole- 
sale plant. A premiere showing of the 
new exclusive S & Q Private label 


lines of major appliances, JANCO 
was made and the complete line was 
on display. The conference has been 
over nine months in planning and de- 
velopment by a 9-member board of S 
& Q dealers which include such west- 
terners as Bill Kyle, Idaho Falls, 
Idaho, Joe Meyer, Golden, Colorado. 
Benton J. Case, Chairman of the 
Board and chief executive officer of 
Janney, Semple, Hill & Company, of- 
ficially welcomed the dealers to the 
conference. L. M. Hatfield, President, 
opened the meeting and announced 
the Conference theme—“Let’s Grow 
and Grow with S & Q.” Other mem- 
bers of the firms presented talks and 
presentations regarding advertising, 
stock control, inventory, pricing, etc. 





New McCulloch Mgr. 


LOS ANGELES—Don Blasius has 
been appointed distribution manager 
for McCulloch chain saws here. He 
will coordinate the sales activities of 
all McCulloch distributors in the 
United States, and will also supervise 
the field sales force, consisting of dis- 
trict managers for chain saws and 
Pintail saw chain representatives lo- 
cated throughout the country. Previ- 
ously, Blasius was accessory sales 
manager for McCulloch. 


Butcher Sales V.P. 

The Butcher Polish Company an- 
nounced the election of Joseph A. 
Markell as vice president of sales. In 
his new position Markell will be re- 
sponsible for sales activities in all 
divisions. Markell’s first association 
with The Butcher Polish Company 
was in 1953. 


Union Hardware S.M. 


The appointment of W. Herb Ald- 
rich as national sales manager of 
Union Hardware-Sealand, Inc., has 
been announced. 

Aldrich will supervise the Union 
Hardware sales force in the promo- 
tion and sale of sporting goods brands 
of the company. These include Union 
Hardware sidewalk roller skates; 
Canadian Flyer ice skates; Sealand 
bowling, baseball and football shoes; 
and Rain-Beau fishing rods and lines. 


Yard-Man Names N. W. Rep. 


PORTLAND—The Jesson and Gun- 
dry Company here has been named as 
sales representatives for Yard-Man, 
Inc., of Jackson, Michigan. The com- 
pany will serve as exclusive sales 
representatives for Yard-Man power 
mowers in the states of Washington, 
Oregon and Northern Idaho. 
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Mathi omens 


== KLEIN se: | 


In this new aoe 
any plier your customers want 








Here is a catalog with 16 pages filled with pliers of every 
description—side cutters, oblique cutters, long nose cut- 
ters, shear cutters, end cutters—a style, size and type for 
every conceivable job. Included are the new Klein midget 
patterns, hardly longer than a package of cigarettes— 
ideal for electronic work or model making. A copy of this 
catalog should be in the hands of every hardware store. 


WRITE TODAY 
Catalog 101A, listing and describing scores of Klein 
Pliers, will be sent on request. 


“Since 1857" 


Mathias aw MLEIN 


— McCORMICK ROAD + CHICAGO 45, ILLINOIS 


For Details Circle 36 on INQUIRY CARD 








NEWS 
SCHLUETER ANNIVERSARY 


CELEBRATING the 20th anniver- 
sary of their nationally advertised 
mop wringer pail, the Schlueter Man- 
ufacturing Company shows the prod- 
uct at the NHMA National House- 
wares Exhibit. From left are, E. A. 
Gerber, sales manager of housewares; 
W. J. Schlueter, vice president, and 
R. A. Wolff, general merchandise 
manager of Shapleigh Hardware 
Company. 


Texas Lawn Name Change 


In an expansion move intended to 
facilitate still greater distribution of 
the company’s products, a new name 
— Hydrotech Industries—kas been 
adopted by Texas Lawn Sprinkler 
Co., Ine., of Dallas, Texas. 

Two sales divisions have been set 
up with John Wilkinson as vice pres- 
ident of sales for the Telsco Fittings 
division, and A. C. Sarsfield as vice 
president of sales for the Weather- 
matic Sprinkler division. 

The 14-year-old Dallas-based or- 
ganization, which manufactures pre- 
cision-engineered turf irrigation 
equipment, and threadless compres- 
sion pipe fittings, also maintains sales 
and distribution offices in Yonkers, 
N. Y., for the Atlantic Coast, and 
in San Francisco, for the Pacific 
Coast. Telsco division has recently 
introduced and now manufactures 
plastic pipe as well as fittings. 


Pettit Made on West Coast 


SAN LEANDRO, Calif. — Pettit 
Paint Company, Inc., announces the 
inauguration of production facilities 
at its sales office and warehouse here. 
The new production unit joins its 
Eastern counterpart in producing the 
entire line of famous Pettit marine 
paints, varnishes and specialties, and 
services an area encompassing the 
Twelve Western States and Western 
Canada. 

According to the company’s presi- 
dent, John A. Pettit, the new installa- 
tion will provide quicker and more 
economical delivery of. Pettit paints 
to consumers, dealers and distributors 
than was possible before. 
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NEWS 


Remington Sales Directors 


F. E. Morgan J. E. Dickey 


Remington Arms Company, Inc., 
has announced the appointment of 
two new assistant directors of sales. 
Named to the new posts are F. E. 
Morgan, formerly manager of Rem- 
ington’s arms, ammunition, traps and 
target sales division, and J. E. Dickey, 
Jr., formerly assistant manager, 
power tools sales division. 

Morgan will be assistant director 
of sales, chain saws, and Dickey will 
serve as assistant director of sales, 
power tools. Continuing as assistant 
director of sales, arms, ammunition, 
traps and targets, is J. D. Mitchell, 
who became an assistant director in 
January, 1957. 

Morgan, who joined Remington in 
1935, was in 1949 manager of the 
Pacific Coast district. He was appoint- 
ed a division manager in 1957. Dickey 
joined Remington in 1937 as a sales 
student and worked his way up to 
district sales manager. 


Cel-U-Dex Western Reps 


The Cel-U-Dex Corporation, New 
Windsor, Newburgh, N. Y., manufac- 
turer of transparent index and label- 
ing devices, has appointed three West- 
ern sales representatives. 

They are Seymour Apple, 95 Ar- 
eadia Ave., Santa Clara, Calif., to 
cover the San Francisco and Fresno 
areas; Raymond E. Schilling, Phoenix 
Bldg., Butte, Mont., who will cover 
North Dakota, South Dakota, Mon- 
tana, Nebraska, Western Iowa, West- 
ern Minnesota, Idaho, Utah, Wyoming 
and Colorado; and Dick Kirkpatrick, 
1935 Sycamore Dr., San Marino, 
Calif., who will cover California south 
of Fresno, Oregon, Washington, Ari- 
zona, New Mexico and Nevada. 


Western District Manager 
Named 


The National Ideal Company re- 
cently appointed Lynn Myers, for- 
merly district manager of the Ohio 
River Valley territory as general 
sales manager, Western division. He 
will headquarter in the firm’s general 
offices in Toledo and will supervise 
sales of the extensive line of Premier 
poultry and stock farm equipment. 
He will also direct sales of Sunshine 
Brand peat moss for both horticul- 
tural and poultry use. 
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NEW PACKAGING 


for pegboard displays 
... boosts chain sales 


... speeds self-service 


...generates faster turnover 


> 


TM Halter & Dog Chain 


Taylor Chain—first in the industry with the packaging of TM 
Halter and Dog, and Dog Runner Chains in polyethylene, 
“see-thru” bags. Attractive eye-catching saddle stops store 
traffic. Punched for pegboard displays. Identifies product, size 
and use—provides space for retail price. The result, many more 
self-service sales... faster turnover 
and better profits for you. Packed ten 
chains to a carton. Call your jobber 


aylor or write today for details. 
ade 
CHAIN pon S.G. TAYLOR CHAIN CO., INC. 


1873 Hammond, Ind. —3505 Smaliman St., Pittsburgh 1, Pa. 
For Details Circle 37 on INQUIRY CARD 











NEWS 
Berenson Hardware to Hold 
Open House 


PORTLAND — Berenson Hardware 
Co., 1485 N. W. Northrup, here, will 
hold an open house for all their deal- 
ers, factory representatives on Sun- 
day, May 3. This will give them the 
opportunity to see the new expanded 
warehouse and offices of the firm. 

According to Norman Berenson, 
general manager, this has been 
planned so that dealers will know 
first hand “how we can give dealers 
better and better cooperation and ser- 
vices.” (Story about Berenson will 
be featured in the May issue.) 


Stodder Retires From Cyclone 


John D. Stodder, product manager, 
hardware product sales, Cyclone 
Fence Department, American Steel & 
Wire Division has retired after 27 
years of service with the U. S. Steel 
affiliate. 

Last October Stodder received a 
placque presented by the publisher of 
HARDWARE WORLD for more than 
fifty years of advertising with this 
publication. 

He started with Cyclone in 1931 as 
a salesman and in 1935 was promoted 
to a position of manager of hardware 
products sales in Newark, New Jer- 
sey. In 1956 he was appointed to the 
position he held at retirement. 





“That's right, the whole vacation 
came right out of profits from my Clarke 
floor machine rental department. I 
actually made an extra $4,000 last year 
in rental fees and profits from impulse 
sales and related do-it-yourself floor 
finishing items. And did it with just one 
set of Clarke rental machines.” 

You can earn an extra $4,000 a year 
just as easily. By setting up a Clarke 
rental department, you establish your 
store as rental headquarters for do-it- 
yourself floor finishing machines. Traffic 
jumps as you promote your department 
with the many merchandising aids 
Clarke gives you. Rental fees quickly 
help pay off your investment. And sales 
of related items — sandpaper, sealer, 
wax, varnish — plus sales of impulse 
items to rental customers soon build 
your extra profits to the four-figure 
mark. And it all comes in directly from 
your Clarke Rental Department. 

If you’re interested in a nice, long 
vacation, a new boat, car or anything 
an extra $4,000 can buy, let us tell you 
exactly how you can get it. Write for 
details. 


Clarke 


FLOOR MACHINE CO. 


nerly Clarke Sanding Machine 


664 E. 


Compony 


Photo Courtesy of United Air Lines 


A complete Clarke Rental 
Department includes floor 
sander, edger, polisher, 
tug shampoo machine, 
wet-dry vacuum cleaner 
and hand sanders. Floor 
finish and shampoo. 


Clay Avenue, Muskegon, Michigan 


Authorized Sales Representatives and Service Branches 
in Principal Cities 

In Canada: Clarke Floor Machine Company (Canada), 
Ltd., 21 Advance Rd., Toronto 18, Ontario 


For Details Circle 38 on INQUIRY CARD 





Parks-Barnes 


Appoints 


Western 
Sales Rep. 


Michael J. 
Hoffman 


HERMOSA BEACH, Calif.— As 
part of its expansion program, and 
to provide increased service to deal- 
ers and distributors, Parks-Barnes, 
Inc., manufacturer of the Black Magic 
line of house plant products, has ap- 
pointed Michael J. Hoffman its sales 
representative in Northern California, 
Oregon, Washington and Reno, Ne- 
vada. Hoffman joins the firm im- 
mediately, and will headquarter in 
San Francisco. 


Hamilton 
Beach 

S. M. For 
So. Calif. 


Ted C. 
Eberts 


LOS ANGELES—Ted C. Eberts 
has been appointed district sales man- 
ager of The Hamilton Beach Com- 
pany, Racine, Wis. Eberts’ selling 
territory will be Southern California, 
with headquarters here. 


Dunstan Becomes Pres. 
Housewares Club So. Calif. 


LOS ANGELES—Due to reasons of 
health, Mark Segal, who was elected 
president of the Housewares Club of 
Southern California in November, has 
been forced to resign. 

The board of governors regretfully 
accepted Segal’s resignation during 
their last board meeting on February 
3. In accordance with the by-laws of 
the organization, Roger Dunstan, of 
Regal Ware, was moved up from vice 
president to serve out the 1959 term 
as president. Mort Phillips, of Robert 
Morton Co., a member of the board, 
was elected vice president. Mark 
Segal, president of Standard Mer- 
chandise Co., was then elected to the 
position of honorary member of the 
board of governors by unanimous 
acclaim. 


Wagner Appoints Rep 


PORTLAND, Ore.—The Yeager- 
Sleight Co., with offices here and in 
Seattle, Wash., has been appointed 
Western representatives for the E. 
R. Wagner Manufacturing Co., Mil- 
waukee, Wis., according to Robert T. 
Brazier, vice president. 

The appointment was made to fur- 
ther the market expansion program 
Wagner recently initiated for its car- 
pet sweeper, rug-cleaning applicator, 
and door closer lines, Brazier said. 
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NEW QUICKIE WESTERN REP 


SALES REP for Quickie Manufac- 
turing Company of Philadelphia re- 
cently appointed is the Roy J. O’Don- 
nell Company, Denver, Colo. O’Donnell 
(center) and his associates Frank 
Bendik (left) and Howard Stevens. 
Bendik will cover Utah, Montana, Wy- 
oming and Colorado, while Stevens 
will cover Arizona, New Mexico and 
Texas from his Phoenix, Ariz. office. 


Department Store Adds 
$1,500,000 Hdwe. Dept. 


BOISE, Idaho—A complete hard- 
ware department in which customers 
may purchase all types of power tools 
and hand tools, utensils, cabinet hard- 
ware and similar items, has been in- 
cluded in the new Albertson’s Depart- 
ment Store at Boise. 

The store cost $1,500,000 and covers 
the entire block from 16th to 17th 
Streets, and is managed by Boyd 
Spackman, with Ernest Bench head 
of the hardware department. The new 
store comprises 36,600 square feet of 
shopping area. The store also handles 
a complete line of housewares and ap- 
pliances, as well as all types of mer- 
chandise found in an all-family store. 


Channel Names S. M. 


Channel Master Corp. has an- 
nounced the promotion of Richard 
Braman to the newly created position 
of Sales Manager, Direct Sales. 

In his new post Braman will be in 
charge of play gym and other toy di- 
vision sales throughout the country, 
and supervise the activities of Chan- 
nel Master sales representative or- 
ganizations. Prior to Braman’s new 
appointment, he was a member of the 
Channel Master sales staff for four 
years. 


Mitchell Sales Rep. 


COMPTON, Calif.— Dean Morton 
has been appointed sales representa- 
tive here for the Housewares Division 
of Dennis Mitchell Industries, cover- 
ing Southern California. Morton has 
been a manufacturers’ representative 
for over 15 years. 

Dennis Mitchell Industries, Inc., 
Philadelphia, is a manufacturer of 
shopping and laundry carts, utility 
racks, serving trays and tray tables, 
and baby seats for indoor, outdoor and 
travel use. 
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New Flexrock Rep. 

TUCSON, Ariz.— The Flexrock 
Company, mechanical packing divi- 
sion, Philadelphia, Pa., announces the 
appointment of Joel C. Edison here 
as representative for Arizona, New 
Mexico and Las Vegas, Nev. 

The manufacturer includes among 
its products MAK-O-WASHER for 
the hardware trade. 


Ajax Marketing Mgr. 

LOS ANGELES—Berny Schwartz 
has been named marketing manager 
for Ajax Hardware Corporation here. 
This is a newly created position in 
line with the company’s present ex- 
pansion program. 





NEWS 


Kinfolks Western Rep. 


Emerson E. Case, President, Kin- 
folks, Inc., Perry, N. Y., announced 
the following addition to their na- 
tional sales representation. Allied 
Factory Representatives will cover 
California, Oregon and Washington. 

Case also announced that Kinfolks 
had discontinued their entire house- 
hold line of cutlery, concentrating on 
the manufacture of custom hunting 
knives. He stated that this move 
would place Kinfolks in a prime posi- 
tion to give better service to the 
sporting goods industry. 














1 Die Made Lid for Perfect Fit 
2 All Seoms are Double Locked 


3 Rounded Seamless Bottom 
and Double Locked Seams 
above spigot assure ease in 
cleaning 


4 Solid bottom support between 
inside and outside bottom 


& Elimination of gutter in top 
body seam 





6 Replaceable, recessed chrome 
plated spigot 

















HORTON PORTABLE WATER COOLERS 


pack a value as big as all outdoors. 
That's why demand is growing in every 
field — construction, oil, farming, truck- 
ing, sports, etc. Check these features: 
Strong, corrugated galvanized steel 
e Standard Dead Air or Heavy Duty 
Vermiculite 
non-toxic inner coating * Riveted, easy- 
grip handles * 1% gal. to 25 gal. cap. 
¢ Available with stainless steel liner. 


HORTON ...more cooler for the money! 


Insulation ¢ Purolining, 


See your hardware 
wholesaler or write: 


HORTON EQUIPMENT CO. 
P, O. Box 2611 © Houston 1, Texas 


For Details Circle 39 on INQUIRY CARD 
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PATENTED WATER BUBBLER 


@ WATERS DEEP — FAST 

@NO WASH —NO WASTE 

@ DURABLE ALUMINUM 

® BUILT TO LAST 

® NO MOVING PARTS 

@ GOOD STEADY SELLER 

@ PRICED RIGHT 

@ COLORFUL DISPLAY CARTON 


@ NATIONAL CONSUMER 
ADVERTISING TO HELP YOU 


@ FREE SALES PROMOTION MATERIAL 
@ MARKET PROVEN 

@ GENEROUS DISCOUNTS 

@ SHIPPED PREPAID 

@ FOR FULL DETAILS WRITE 


Garden Products Division 





Dahlhauser 
Planning 
Barbecue 
Line 


A. H. 
Dahlhauser 


Plans for developing an entire line 
of barbecue accessories, including wire 
grills, barbecue tools and specialty 
items, have been announced by the 
Dahlhauser Mfg. Co., Saratoga, Calif. 

The company, in business since 
Sept. 1, 1958, specializes at present 
in the pegboard hook business. Fac- 
tory location of the new company is 
614 Walsh Ave., Santa Clara. A. H. 
Dahlhauser, in the wire business for 
20 years, formerly was director of 
product development for Keystone 
Steel & Wire Co., Peoria, Ill., and 
their wholly owned subsidiary Wire 
Specialties Company, Santa Clara, 
Calif. 


Century Names S.M. 

M. H. Sinks has been appointed 
sales manager of Century Products, 
Inc., Cleveland. 

A chemical engineering graduate of 
Case Institute of Technology, Mr. 
Sinks has a background of over 25 
years experience in housewares and 
plumbing goods sales. 





h Rass s You 
, = 


N 


@ The addition 
of this 30 Ib. capacity 
hanger to the Moore line 
provides the answer to any 
picture, or mirror, hanging prob- 
lem your customers may have. 
Known as No. 26, it is pack- 
aged the same as other Moore 
hangers in colorful Picture Win- 
dow Packets (4 # 26's to packet). 
Like them it sells fast, and with 
less effort. 
Your jobber can supply you. 


i) 


The Moore 720-B 
Counter display 
holds 72 Packets of 
the 5 different sizes, 
yet measures only 
1034," high with 9” 
diameter base. All 
metal. Revolves. 





MOORE PUSH-PIN CO. 


SINCE 1900.. 
113-25 BERKLEY ST., 


. MAKERS OF FAMOUS MOORE PUSH-PINS 


PHILA. 44, PA. 
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McKinney 
Names 
Rep For 
L.A. Area 


S. A. 
Whiteside 


LOS ANGELES — Appointment of 
S. A. (Jack) Whiteside as sales rep- 
resentative in the Los Angeles ter- 
ritory of builders’ hardware producer 
McKinney Manufacturing Company, 
Pittsburgh, was announced. 

He will work under the direction 
of McKinney’s West Coast regional 
manager, Clark Van Housen, contact- 
ing hardware consultants, hardware 
and building supply distributors, ar- 
chitects and others who specify build- 
ers’ hardware products. 

Before joining McKinney, White- 
side was, for six years, a partner in 
the firm of Russell and Whiteside, 
manufacturers’ agents in the Los 
Angeles builders’ hardware market. 


Globe Buys Inventory 

BILLINGS, Mont.—Globe, Inc., of 
Minneapolis, Minn., distributors of 
plumbing and heating supplies, has 
announced purchase of the plumbing, 
heating and well supply inventory and 
warehouse of the Billings branch of 
Marshall Wells-Kelley-How-Thomson 
Co. of Duluth, Minn. 

The purchase involves the 100,000- 
square-foot warehouse and adjacent 
properties. In addition to plumbing, 
heating and well supply: products the 
Globe firm will handle air condition- 
ing equipment, Roman A. Renner, 
Globe general manager, said in Bil- 
lings. 

Most of the Marshall Wells operat- 
ing personnel in Billings will be re- 
tained and Stan Claus, with M W for 
11 years, will manage the local op- 
eration, Renner added. 


Mardigian Western Rep. 

VANCOUVER, British Columbia— 
B. J. McCloskey, general sales man- 
ager of Buckeye Division, Mardigian 
Corporation, Wooster, Ohio, an- 
nounced the appointment of H. L. 
Vern McLean to the position of sales 
representative in the Western division. 

McLean will represent the com- 
pany’s famous line of aluminum and 
stainless steel cookware in British 
Columbia and will make his head- 
quarters here. 


New Buch Sales Mgr. 


The Buch Manufacturing Company, 
Elizabethtown, Pa., announced the ap- 
pointment of William H. Heath as 
sales manager. Prior to joining Buch, 
Heath was assistant general sales 
manager of the Disston division, 
H. K. Porter Company. 
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May 10-14 


May 17-19 


May 17-21 


June 21-24 


June 22-26 


July 13-17 


July 19-23 


July 26-81 


Aug. 2-5 


Bureau. 





SCHEDULE OF CONVENTIONS AND SHOWS 


ANNUAL WINTER SPORTS SHOW, Trade Show Build- 
ing, New York, N. Y. (J. Andrew Squires, 23 East 26th 
St., New York, N. Y.) 


PACIFIC COAST BUILDERS’ HARDWARE CONFER- 
ENCE OF NBHA & ASAHC, Yosemite National Park, 
Calif. (Sponsored by Builders’ Hardware Club of Northern 
California, Vern Lewis, chairman, c/o Marshall-Newall, 
101 Utah St., South San Francisco, Calif.) 


NATIONAL TOY SHOW, Morrison Hotel, Chicago, Ill. 
(Jules Karel & Associates, 8 South Dearborn St., Chicago, 
Ill.) 


WESTERN TOY, JUVENILE AND WHEEL GOODS 
MARKET, Western Merchandise Mart, San Francisco, 
Calif. (Henry Adams, Western Merchandise Mart, 1355 
Market St., San Francisco, Calif.) 


ASSOCIATED POT & KETTLE CLUBS OF AMERICA 
CONVENTION, Harrison Hot Springs, British Columbia. 
(Art Dunson, 2516 East 134th St., Seattle, Wash.) 


WESTERN SUMMER MARKET, Merchandise Mart, San 
Francisco, Calif. (Henry Adams, Merchandise Mart, 1355 
Market St., San Francisco, Calif.) 


NATIONAL HOUSEWARES EXHIBIT, Atlantic City 
Auditorium, Atlantic City, N. J. (National Housewares 
Mfrs. Assn., 1130 Merchandise Mart, Chicago, Ill., Dolph 
Zapfel.) 


NATIONAL RETAIL HARDWARE ASSOCIATION 
CONGRESS, Statler Hilton Hotel, Los Angeles. (National 
Retail Hardware Assn., Russell R. Mueller, 964 N. Penn- 
sylvania St., Indianapolis, Ind.) 


CALIFORNIA GIFT SHOW, Ambassador & Biltmore 
Hotels, Brack Shops and Merchandise Mart. (Trade Shows 
Ltd., 672 So. Lafayette Park Place, Los Angeles 57, Calif.) 


WESTERN GIFT & HOUSEWARES SHOW, Merchan- 
dise Mart, San Francisco, Calif. (Western Gift & House- 
wares Assn., Henry Adams, 1355 Market St., San Fran- 
cisco, Calif.) 


GIFT, CHINA, GLASS, JEWELRY, TOY, STATION- 
ERY & HOUSEWARES SHOW, Brooks Hall, Civic 
Center, San Francisco, Calif. (Kay Leber, Western Ex- 
hibitors Assn., 1855 Market St., San Francisco, Calif.) 


NATIONAL WHOLESALE SPORTING GOODS SHOW, 
Sheraton Hote!, Chicago, Ill. (Trade Association Shows, 
Room 923, 600 S. Michigan, Chicago, III.) 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service 








1000 Dealers Attend Northern 


Wholesale Hdwe. Convention-Show 


PORTLAND, Ore.—Some 1000 
dealers, store personnel and their 
wives were on hand for the 37th 
Annual Convention and Merchandise 
Show staged by the Northern Whole- 
sale Hardware Company here Feb. 


22-24. Northern, a dealer-owned com- 
pany, has more than 350 Home Town 
Hardware dealer member stores. 
More than 200 manufacturers were 
represented in the 150 display booths 
(Continued on page 57) 
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“Plastic Steel” 


is one of the 10 most 
profitable items 
in our store”’... ; 


\ 


@eumuemw en es, 


ACCORDING TO ANTHONY HERMAN 
OF OTTO HERMAN, INC. 
6729-35 MYRTLE AVE., GLENDALE, N. Y. 


Yes — PLASTIC STEEL 
is a top-seiler 
in stores throughout 
the country. 


You, too, can build sales with this 
proven product . . . the only product 
that makes permanent repairs . . . 
makes “impossible” jobs easy. Hun- 
dreds of your customers have already 
used PLASTIC STEEL and will ask 
for it again. Feature PLASTIC STEEL 
—in the yellow and black package — 
let this best-seller build more sales 
for you. 


THERE IS NO SUBSTITUTE 
FOR PLASTIC STEEL 

Good unit sale — 98¢, $1.89 and $3.95 

sizes 

Excellent turnover 

Good profit per unit sale—40% item 

Quality product — assures repeat sales 

Self-display carton — sells itself 


Free sales aids, ad mats and mailing 
stuffers 


Continuous national and local adver- 
tising — brings customers to your store 


EVERY FAMILY IS A CUSTOMER 


¥ yy” : : 

Cid 
Also ask about NEW DEVCON® RUBBER for 
flexible repairs and DEVCON® ALUMINUM 


Order from your wholesaler, or 
write for details and prices 


DEVCON corporation 


11 ENDICOTT STREET, DANVERS, MASS. 


14315 J11sVvia 

















Sell these to 
EVERYBODY! 


EVERYBODY 


drinks water 


EVERYBODY 


wants a low-cost famous-make 
fountain in their 
home 





EVERYBODY 


will buy one 
if you stock 





HAWS 


FOUNTAINETTE 


FAUCET ATTACHMENT 


The famous HAWS name (50 years of progress!) 
is a solid boost for this sanitary, fool-proof 
attachment that screws on home faucets and 
delivers a drinking stream at the flip of a 
lever. Two models—one for indoors, one for 
outdoors. Leaves faucets free for normal 
use. PRECISION MADE QUALITY UNITS, IN 
+ pga PLATED BRASS ...SOLID SELLERS 


INDOORS & 
$5.95 List | 





FOUNTAINETTE-100 
—takes place of aerator; acts as smooth-flow 
tip or drinking fountain. Fits most threaded 
faucets; adapters available for others. 


ouTpoors 


$7.35 List 





FOUNTAINETTE-200 
—screws on hose bibs, leaves faucet free for 
normal use. More than a ‘‘novelty’’— an es- 
tablished home-improvement specialty ! 


Put them out where the public can see them; 
they'll sell themselves. Six in handsome 
display carton. Write for details and the 
name of our nearest representative. 





1439 FOURTH STREET 
BERKELEY 10 
CALIFORNIA 


a 
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ys 
. 
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HAWS DRINKING FAUCET COMPANY 
For Details Circle 43 on INQUIRY CARD 
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IN MEMORIAM 





EDWARD C. 
HOUGH 


Edward C. Hough, 86, president of 
Daisy Manufacturing Company, 
Rogers, Arkansas, died recently at 
his home in Plymouth, Mich. 

First associated with the Daisy 
Company in 1894, Hough became 
treasurer before the turn of the cen- 
tury. In 1912 he was also named vice 
president. Elected president in 1956 
he continued in this dual capacity of 
president and treasurer until his 
death January 24. 

Hough was the son of Lewis Cass 
Hough one of the original founders 
of the firm in 1888. 


LOUIS 
MELAMED 





MINNEAPOLIS, Minn.—Louis Mel- 
amed, 60, vice president of Coast-To- 
Coast Stores, central organization, 
died here Feb. 20. Melamed founded 
the organization in 1929 with his 
brothers, Arthur C., now president, 
Maurice L., now secretary-treasurer, 
and H. J. Kantrud, vice president. 

Melamed was owner of Melamed- 
Hobb advertising firm with offices 
here and Chicago. He sold this agency 
to Ruthrauff and Ryan in 1952 to re- 
join Coast-To-Coast Stores as an offi- 
cer and member of the board of di- 
rectors. 


JAMES R. PURKEY 


TACOMA, Wash.—James R. Pur- 
key, 77, for 35 years owner of the 
Purkey Furniture and Hardware Co., 
died Feb. 13, in a local hospital. 

Purkey was born in Illinois, coming 
here 58 years ago. His business was 
located on Broadway, then was moved 
to 15th and Pacific Ave., where he 
later sold out to Schoenfelds. 


JOHN C. GENTRY 


LANCASTER, Calif.—John Christy 
Gentry, 49, owner of the Desert Vari- 
ety and Hardware Store, died here 
Jan. 26, following a long illness. 

Gentry came to California from 
Hannibal, Mo., in 1946 and in 1948 
with his uncle he became a turkey 
rancher. For the last three years he 
owned and operated his variety and 
hardware store. 








Salt-Spray 


ESISTANGE 





... that overcomes 
Sales Resistance 
that’s 





. . . the new wonder screening that 
defies corrosive effects of salt spray, 
smog and smoke. Made from an im- 
proved vinyl-clad aluminum wire. 


Tests by an impartial laboratory has 
proved VINALUME'’s superior re- 
sistance. Customers go for VINA- 
LUME'’s lightness and easy handling, 
too. 


For Record Sales 
go all-out for OPAL! 


The OPAL line is the complete and 
straight-forward line. No confusing 
names to remember . . . no hokus- 
pokus . . . just Opal Aluminum, 
Opal Galvanized, Opal Bright or 
Antique Bronze, and Opal Vinalume. 
And you can be sure OPAL backs 
you up with carefully planned pro- 
motion. If your jobber can’t give 
you full details, write to us NOW! 
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at the show which was held in North- 
ern’s large headquarter’s plant. 


On the convention side of the pro- 
gram general meetings and dealer 
clinics were featured. Topics covered 
included credit selling in hardware 
stores, sales promotions, store iden- 
tification, and accounting and stock 
control systems. 


D. D. Foss, general manager and 
executive vice president, presented 
the annual report to stockholders. 
Foss announced that 1958 was the 
greatest year in the company’s his- 
tory in both profit and volume. 


T. H. Dingle, Coeur d’Alene, Idaho, — ae a mc 

was re-elected president. H. Peter- a ee ee ay 
son, Seattle, Wash., vice president; 
J. M. Scott, Northern Wholesale, 
newly elected vice president; Mrs. 
Lygia Parsons, Northern Wholesale, 
secretary-treasurer. William Nutton, 
St. Helens, Ore., was re-elected to the 
board. The board was enlarged from 
seven to nine members and newly 
elected were Bob Oud, Orofino, Idaho; 
and L. R. Vanairsdale, Newport, 
Wash. 


The annual banquet and dance was 
held at the Rose Bowl in the Mult- 
nomah Hotel and was attended by 
Home Town Hardware member deal- 
ers and their guests. The guest of 


+, yr ‘ ” 7 . 7 “ate Pt ed 
— 2 = pine gogo TROPICAL SETTING which included stuffed monkeys dangling from simu- 


group lated palm trees and exhibitors wearing tropic hats was the theme for the 
: show. 
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Pre-Drilled! Ready for “DO IT YOURSELF” CUSTOMERS TO INSTALL! 


pn ce a, SR, BH 


NT a ay 
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Ged-4Ainr 
ALL-EXTRUDED 


ALUMINUM SCREEN DOOR 


@ 20 Year Written Guarantee! 
@ Established YANCEY Brand Name! 
@ Double-Reinforced Construction! 
@ Packaged One to a Carton! 





Model B-1 


Sells itself on sight! Yancey’s popular “Economy” model with 
5" x 2° EXTRUDED ALUMINUM frame, full screen, 11” kick 
panel, 2 push bars, and concealed mortised hinges. Price 
includes hardware and air closer. Order today! 








Available ONLY through your wholesale jobber. 
Ask him about Special Free Offer on “Salesmaker” Display Unit! 





Manufactured by: YANCEY COMPANY, Aluminum Products Division, Sacramento 6, California 
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Gene Tarnowsky, Editor 





Bridging the Gap Between... 





The Boating Craze and Sales 


HERE are two ways to sell 

boats and boating equipment. 
Sell with a capital S; and the 
other have your merchandise 
sell itself. If you choose the 
former, you must pursue your 
prospect with an abundance of 
patience and an armful of 
literature espousing the virtues 
of your product and the glamour 
and excitement of the sport. If 
you choose the later, relax, light 
up your favorite pipe, sit back 
and give your customer the op- 
portunity of selling himself. 

Since we’re not interested in 
the hard way of doing business 
—things are tough enough with- 
out making them tougher—let’s 
concentrate on the latter in de- 
tail. 

For eight years I had the ex- 
perience of working as a sports 
editor of a daily newspaper in 
a community which could be 
classified as average, and among 
my many duties I covered the 
activities of the local boat club 
which included a membership of 
125 enthusiasts. This group 
constituted the hard core boat- 


ing interest. 

Once a year, usually the 
Fourth of July, the club staged 
a regatta on the nearby river. 
My first experience with the 
regatta came somewhat as a 
surprise. Whereas the popula- 
tion of this community totaled 
about 18,000, more than 4200 
residents of the area turned out 
for the regatta, a little better 
than 20 percent of the popula- 
tion. In later years the turnout 
was greater than 5500. Think 
of it! And one hardware dealer 
with a boating department did. 
Not being particularly inter- 
ested in the techniques of sell- 
ing boats, I was not overly im- 
pressed by his efforts. But be- 
ing interested in boats, I was 
carried away with the impulse 
to own my own boat. 

Here’s how this hardware 
dealer operated. First of all he 
joined the local boat club, which 
you may have already done. 
Secondly he took an active part 
in one of the club’s committees 
charged with planning the an- 
nual regatta. This latter move 


prepared him for the third step 
—setting up what could almost 
be called a boat show within a 
show. With the assistance of 
his store personnel he set up a 
display of his boats, outboard 
motors and accessories on the 
riverbank. Notices went out in 
the mail to all prospective cus- 
tomers to visit his display at the 
regatta, and more important, to 
take free rides between the rac- 
ing heats of the swift moving 
hydros and outboards. The 
regatta itself was a newsworthy 
event and was well publicized in 
the sports pages of the local 
newspaper. 

For some reason most non- 
boaters look upon boating as a 
recreational pursuit far beyond 
their financial means. Because 
of this dollar sign block, these 
non-boaters fail to act upon 
their desire to own their own 
boat since there’s not much 
point in pursuing something you 
can’t catch. Or at least that’s 
what they thought in this com- 
munity until our hardwareman 


(Continued on Page 60) 
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Model 878 


ut Male 
: 0 OL RECOMMENDED 


RETAIL PRICE 


A featherweight ; $10995" 
autoloading | 
shotgun at a / Now you can offer shotgunners a 


/ lightning-fast gas-operated Remington 
popular price! autoloader at a really moderate price. 
The new 7-pound Model 878 “Auto- 
master” gives the same super-dependability, 
the same fast pointing and fine operating fea- 
tures of guns costing much more. It has Quick- 
Change barrels, light recoil, perfect balance. In 
gl rseiginen features alone, from the finely finished Ameri- 
A GRADE WITH 
PLAIN BARREL can walnut stock to the convenient cross-bolt 
safety, the “Automaster” is a topflight seller. 
Add its remarkable price advantage, and it’s a 
cinch to write autoloader sales history. Cut 
yourself in for a big share of a widely expanded 
market now, 


AVAILABLE ONLY 


SPECIFICATIONS: 


STYLE: 3-shot autoloading shotgun—take-down, hammerless, solid breech, matted 
top surface. GAUGE: 12. BARREL: High-Strength Remington Proof Steel gives 
maximum strength for modern loads, including standard length (2%4”) Magnums, 
Improved cylinder; modified, full choke. Lengths —26, 28, 30 inches. Plain barrels 
only. SAFETY: Cross-Bolt Type. STOCK FORE-END: Finished American Walnut 
STANDARD STOCK DIMENSIONS: 14” long, 2/2” drop at heel, 1%” drop ot 
comb. WEIGHT: About 7 Ibs. 


*‘Automaster’’ is a trademark of Remington Arms Company, Inc., Bridgeport 2, Conn. In 
Canada: Remington Arms of Canada, Limited, 36 Queen Elizabeth Bivd., Toronto, Ont. 


*Prices subject to change without notice. 
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OUTBOARD MOTOR AND BOATING ACCESSORY display window stops 
traffic and paves the way for sales at Byde’s Hardware, Fresno, Calif. Thorough 
use of manufacturer’s merchandising aids gets the sales message across. 
Motor on left is suspended from ceiling for added effect. 


Boating Equipment Window Display 
Caters to Community Leisure 


VIEW of the window display 

at Byde’s Hardware, 
Fresno, Calif., on an early spring 
day discloses several factors 
which have contributed to the 
continued success of this old- 
time firm. 

For one thing the big display 
of boating equipment on the 
central street of a city sur- 
rounded for miles by farms and 
orchards indicates that the man- 
agement looked into the leisure 
needs of their customers. There 
are lakes a few hours’ drive 
away and boating is one of the 
farmers’ favorite means of rec- 
reation. 

The entire window area is 
given to Johnson display mate- 
rial with a background sign 
large enough to make the pas- 
serby aware that boating equip- 
ment is available here. 

The management used the 
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manufacturer’s display mate- 
rials to further convince traffic 
that this is the place to buy 
boating supplies. Included 
among the attention - seekers 
were cards reading: “Johnson 
Information Center,” “Trade in 
Time for ’59,” “Got All Your 
Accessories,” and “Low Down 
Payment, Easy Terms.” Many 
accessories are displayed in the 
window, and in the background 
are attractive color photographs 
illustrating the fun of boating. 

Byde’s makes certain that 
public interest is maintained in 
their biggest profit item. The 
store’s newspaper advertising 
features Johnson motors and 
boating accessories at least once 
every two weeks throughout 
most of the year. And a full 
window display is set up four 
times a year for a 10-day to two 
week period. 


(Continued from Page 58) 


paved the way for a free demon- 
stration. There’s nothing like a 
free ride to whet the appetite 
for boat ownership. This to me 
became apparent as the most 
significant single move on the 
part of the boat salesman to 
bridge the gap between the boat- 
ing craze and sales. 


Instead of the salesman ap- 
proaching his prospective cus- 
tomer with a question like: 
“Isn’t this a neat rig? It sells 
for only $470.” The free-riding 
prospect usually took the words 
right out of the salesman’s 
mouth, “This is a neat rig. How 
much do you get for it?” 

The salesman’s technique was 
to answer only direct questions 
regarding the boat, its operation 
and cost, and to concentrate on 
discussing the pleasure a boat 
owner gets from his recreation 
and the prestige a boat owner 
enjoys within the community. 
In other words, planting in the 
prospect’s mind the idea, “what 
owning this boat will do for 
me.” And there is no better 
way to implant this idea than to 
allow the prospect the feel of 
the boat. Once a prospect sold 
himself on the value of owning 
a boat, the salesman’s remain- 
ing efforts were directed not on 
selling the product, but rather 
on working out the easiest finan- 
cial arrangements for handling 
payments. 

The above example of mak- 
ing a sale has no doubt been 
oversimplified, I’ll agree. There’s 
more to it depending upon the 
individual situation, but the 
point was made clear to me and 
the thinking behind it lingers to 
this day that the best way to 
sell a boat is in the water with 
the prospect in control and not 
in a showroom. 


Unfortunately for the hard- 
ware store handling boats not 
every community has adequate 
boating facilities. Yours may 
be one of them. However, if 
your town is like most other 
communities in the nation, 
you’ve experienced a boom in 
boating over the last several 
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years. And chances are too that 
you’re suffering, as are other 
towns, from a_ shortage of 
launching ramps, car and trailer 
parking sites, docks and fueling 
places. 


Once again membership in the 
local boat club will help the 
hardwareman to take an active 
part in a community program to 
develop boating facilities. Prob- 
ably the biggest question posed 
when the subject of new boating 
facilities comes up is “Who 
pays?” 


There are three traditional 
major sources of money. Gov- 
ernment, as part of its normal 
function to provide recreational 
facilities; private capital, as an 
investment for profit; and boat- 
men themselves as a club. 


Government is a_ primary 
source, and boating has a justi- 
fiable claim. Government spends 
money for tennis courts, base- 
ball diamonds, picnic benches, 
etc. Here are some tips to fol- 
low in mapping your plan. 


- clude 








( QUICKIE offers Highest Profit 
on every Mop Sale | 


With your 
purchase 


Sponge Mop 
$4 sad No. 51 


5 Year Guarantee 


Squeezes 
itself dry 
Automatically 


YOUR PROFIT $16.17 


on 6 mops plus free pails & 6 refills 
Your Cost $24.17 














Order from your jobber Now 
or mail us your order 
QUICKIE MANUFACTURING CORPORATION 
(20th & Oxford Sts., Phila. 21, Pa. ig 
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To get the job done you must 
collect the facts about how many 
boats there are in your area; 
about the average number of 
boats launched at both private 
and public ramps during a nor- 
mal weekend; about how many 
boats are moored at public and 
private docks; about the num- 
ber of boats, motors and trail- 
ers sold in your area each year; 
about the number of people who 
would take up boating if ade- 
quate facilities were provided. 
Write to the Chamber of Com- 


merce of other communities to | 


find out what they have done. 


Next, you should give govern- | 


ment a plan which should in- 
recommended 


mending a specific plan. Point 
out how the community as a 
whole would profit because of 
the increased recreational facili- 
ties. 
groups. 


A good starting point would | 
be to discuss the matter with | 
your county recreation director | 
‘whose job it is to provide organ- | 
ized recreation within his terri- | 


tory. His activities are usually 
coordinated with the state rec- 


reation department which can | 
be invaluable in making recom- | 
mendations for state funds. He | 
can tell you what recreational | 
surveys are planned and he can | 
suggest to the state department | 
that your area be included in | 


future planning. 


In many instances the city, | 
county, state and even the fed- | 
eral government will take on | 
such a recreation project as a | 
joint venture, each contributing | | 
its share of services and funds. | | 
There is no one way to get the | | 
job done but rather depending | | 
upon the individual situation of | 
which you are better informed | | 


than an outsider. 


By laying the proper founda- | | 
tion of providing for boating | 


facilities and by concentrating 
your selling efforts on situations 
where the customer sells him- 
self on owning a boat, you will 
be taking a giant step in bridg- 
ing the gap between the boating 
craze and sales. 











locations | 
for facilities; type of facilities, | 
estimated cost of construction; | 
and reasons why you are recom- | 


Enlist the help of civic | 


Practical power tool acces- 
sories with a big buy appeal 
for every handyman... 


hig 40% dealer’s profit! 


REMOVE RUST & PAINT with aur 


POLISH & SATIN FINISH METALS with Prine wiet ) 
POWER T 


vom aan? 
—— “y ad 
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#34 Power Tool 
Brush Assortment 


#66 TURB-O-MIX’ 
Paint Homogenizer 
c™y 


Write for catalog 


HARDWARE PRODUCTS CO. 
A. J. LYNCH CO. 


REPRESENTATIVES 
4560 East 50th St. 
Los Angeles 58, Calif. 
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SPORTS LITERATURE 


ACTIONROD CATALOG issued by 
Orchard Industries, Inc., in four col- 
ors, shows a complete line of tubular 
and solid glass rods in life-like colors. 
Rod features are outlined in tabular 
columns for quick, easy spotting and 
identification. Catalog also features a 
cross-index listing by prices and color 
groups, and gives rod recommenda- 
tions for every type of fresh water 
fishing. 

For Details Circle 275 on INQUIRY CARD 


SPLIT-BAMBOO RODS illustrated 
descriptive price list issued by Sewell 
N. Duton & Son, Inc., covers the com- 
plete line of split-bamboo from extra 
light fly rods to big game rods. Sec- 
tion includes description of company’s 
repairing or rebuilding service of all 
makes, European as well as Ameri- 
can. 

For Details Circle 276 on INQUIRY CARD 


“TIPS AND TACKLE” booklet, is- 
sued by the Airex Corporation, is a 
24-page pamphlet which includes use- 
ful tips and hints on fishing with 
spinning and fly equipment, as well as 
a complete description of the 1959 
Airex line of tackle. 

For Details Circle 277 on INQUIRY CARD 


SPORTS NEW PRODUCTS 





PORTABLE HEATER is designed for 
use by campers, hunters, fishermen, 
etc. Self-contained kerosene heater is 
called the “Sportsman.” Sturdy, com- 
pact and lightweight.—Perfection In- 
dustries 

For Details Circle 270 on INQUIRY CARD 


“SKIPPER” COMPASS features liq- 
uid-filled, rotatable dome of crystal 
clear plexiglas, adjustable lubber line 
and quick-reading white card with 
black graduations——Aqua Meter In- 
strument Corporation 

For Details Circle 271 on INQUIRY CARD 





CORK FISHING FLOATS -catalog 
sheet issued by the Carolina Wash- 
board Co. illustrates and gives speci- 
fications of the company’s complete 
line of floats for all fresh water pole 
fishing. 
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CATALOG OF LURES to cover the 
full range of fresh and salt water 
fishing needs is offered by Tony Ac- 
cetta & Son. Included are models of 
weedless and standard baits, in addi- 
tion to the regular line. 

For Details Circle 279 on INQUIRY CARD 





Write for Free— 
Ghiclaehitia= 


wl? : ALWAYS SELL GENUINE C\m, 


_==MOLLY =, 


SCREW ANCHORS and JACK NUTS 


For Details Circle 49 on INQUIRY CARD 


MOLLY CORP. 
~~ Reading, Pa. 








NOW! 


and Built-in Staple Extractor. > 


Here's the fastest selling staple gun on the 
market today. Designed especially for home 
wse. Staple sizes 4", 3,” 


a hi-compression 


staple gun 


for only 4.95 


With Exclusive Push-button Loading 


. Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


Swingline: INC., tong tstand City 1, New York 





| . 


pump floats. 
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\A LONG SERVICE 
‘PLASTIC AND 
If, SOLDERLESs 


OPPER FLOATS 


Guaranteed leak-proof. Sizes, shapes and styles 
for every requirement. Also humidifier and sump 


SPIN- SEAT*{t & RITE-SEAT* 
Live Rubber Tank Balls 


Guarantee positive closing. {Seats in different position every time. Attrac- 

tively boxed. Display cartons. 

THE REICHERT FLOAT & MFG. COMPANY 
Smead Avenue 


*Trdmrk, Reg. 
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Toledo 6, Ohio 








NOW in a new plastic squeeze bottle 
TEHR-GREEZE white fabric cement 
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Same high quality patching cement in a 
handy plastic squeeze bottle that elim- tive 3-color 
inates messy paddies, brushes, and waste. 
. Tehr-Greeze patches 
and repairs any material it can fene- 
trate. Thousands of uses. Sold by leading 
jobbers and dealers everywhere. 

in 2 oz. and 6 oz. plastic bottles. Also 
packed from 2 oz. to | gallon in glass. 
Write for prices and literature. 


__VAL-A COMPANY 


Easy to apply . . 


700 W. Root St., al Ulinois 


A-7- 


Come in attrao- 
counter dis- 


play y 
(12 toe 
package ). 
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... 4 New line of 
top quality power mowers at 
prices that make it easy for 
you to MEET ALL COMPETITION! 


Ne. M-429D 
Deluxe 22” 

1. A big, complete line—12 models 
—side, front and twin discharge— 
18”, 19” and 22” cutting widths. 

. First quality materials and con- 
struction. 

. Briggs & Stratton and Clinton 
engines. 

. Safety features that help you sell. 

. Designed and manufactured by 
Modern Tool & Die Co., produc- 
er of the fast-selling MODERN 
LINE of Wheelbarrows, Lawn 
Carts and Spreaders. 

. Best of all, the LawnFlite line is 
priced for sales! 


AGAIN NEXT SEASON IT WILL BE 
EASIER TO SELL THE MODERN LINE 
THAN TO SELL AGAINST IT! 











MODERN TOOL & DIE CO. 


5389 WEST 130th STREET 


CLEVELAND 11, OHIO 
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SPORTS NEW PRODUCTS———— 





~ 


AIR-COOLED outboard motor fea- 
tures quick access to the engine by 
an automotive type snap-off hood. 
Cooling fins and turbine-designed fly- 
wheel assures cool operation.—Clin- 
ton Engines Corporation 

For Details Circle 272 on INQUIRY CARD 


REFLEX LURE KITS contains lures 
of various sizes in combinations of 
body and blade colors to suit needs 
of fishermen everywhere. Features 
corrugated blade that spins either 
way.—The Garcia Corporation 

For Details Circle 273 on INQUIRY CARD 


“POLYNESIAN” AIR FLOAT fea- 
tures dramatic styling in the exotic 
South Sea Island fashion. Made of 
strong fabric heavily rubberized with 
two layers of specially compounded 
rubber.—Hodgman Rubber Company 
For Details Circle 274 on INQUIRY CARD 





No other manufacturer offers a 
specific guarantee . . . and no 
broom is a genuine FREEWAY® 
unless it carries the registered 
FREEWAY® symbol. 


FREEWAY® Duratex Plastic 
All-Purpose Brooms outlast con- 
ventional brooms 3 to 1... sweep 
cleaner wet or dry . . . are imper- 
vious to commonly used petro- 
leum and caustic products. Order 
your supply today in self-display- 
ing cartons that sell on sight. 


AMERICAN 
PUSH BROOM CO. 


. 114 Fern Street 
San Francisco - ORdway 3-889 
For Details Circle 54 on INQUIRY CARD 
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HOLD-E-ZEE 
screwpoRrivans 
st 
in FEATURES 


in QUALITY 
in VALUE 


For complete customer satis 
faction, sell the feature 
packed drivers that give 


all purpose use—sel 


HOLD-E-ZEES 


FEATURES (exclusive) 
include: LOK-BLOK, 
makes blade impact, 
twist proof; GRIPPER 
recedes deep into 
handle; Special Bit, 
recognized as best 

for both cross 

point screws. 


QUALITY is o 
vanadium blad 


VALUE is unsurpassed 

Hold-E-Zees give full use 

Plus... yet cost no more 
than ordinary drivers. 


Pre-Sold by aggressive na- 
tional advertising and out- 
standing merchandising units. 


UPSON BROS., inc. 


ROCHESTER 14, N. Y 


Fer Details Circle 55 on INQUIRY CARD 














INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
core is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 50 
when desiring further 
about advertisement. 
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HARDWARE WORLD 








NE W / 
“», GLOWING Spray Paints 


5 47m 


6 dazzling fluorescent colors that glow brilliantly in 
daylight. Green, lemon yellow, cerise, sunset gold, 
yellow orange, red orange. Many safety uses—hunting 
caps, bicycles, car bumpers, airplanes, trucks, tractors, 
trailers, boats, etc. Also artistic uses—posters, banners, 
exhibits, floral displays, festive ornaments, etc. In 
16-0z. cans. 


INTRODUCING... 
KRYLON Farm Implement Spray Enamels 


1 9 colors used by America’s lead- 
FLUORESCEN ing manufacturers of farm equip- 
SPRAY pAl ment. Allis-Chalmers Orange, In- 


ternational Harvester Red, John 


‘4 Deere Yellow, Ford Gray, Min- 

BED ORANGE-O> a | J tm. } = neapolis-Moline Prairie Gold, 

No. 310! — = John Deere Green, Caterpillar 

115 fas Yellow, Case Flambeau Red, 

KRYLON, INC., DRIES IN min Oliver Green. In 16-oz. cans. 


NORRISTOWN, PA. 22 best-seller colors; Crystal-Clear; Varnish Sprays 


IF YOU PRIZE IT... KRYLON-IZE IT! 
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QUICKER... EASIER PROFITS! , 
WITH THE NEW 


automatic 12-CUP electric 


COFFEE MAKER 


NOTE THESE IMPORTANT HIGH-QUALITY FEATURES: 


@ SELECTO-MATIC FLAVOR SELECTOR @ ALCOA ALUMINUM . . . light to 
. . . for coffee as you like it! handle — even when filled! 
e@ RED SIGNALITE . . . lights when coffee is 


done! e@ LUSTROUS, MIRROR FINISH! 
e COLD WATER PUMP COMPLETELY INSULATED 
..» for faster perking! e@ FULLY GUARANTEED! 





A top pulling promotion item . . . promoted without sacrificing mark-up! 








#1960 12-cup Automatic Coffee Maker is individually packed in 
new, fancy 2 color carton. Six per master. Carton weighs 18 
pounds. Write for discount from sensational $12.95 retail price. 


he METAL WARE @oréoration Makers of Electrical Housewares, Housekeeping Toys, Lanterns 


TWO RIVERS. WISCONSIN 





“QUALITY HOUSEWARES AT POPULAR PRICES”... for over a Third of a Century! 
For Details Circle 57 on INQUIRY CARD 
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WANTED 

TWO YOUNG MEN by Manufac- 
turers Representative. One in Los 
Angeles and one in San Francisco 
selling Wholesale Hardware and In- 
dustrial Supply Houses. To learn bus- 
iness. Preference given to party with 
some knowledge in above mentioned 
fields. All correspondence confiden- 
tial. Address Box A-938, care HARD- 
WARE WORLD, 1355 Market St., 
San Francisco 3, California. 


HARDWARE STORE—FOR SALE 
Established 5 years. Gross $45,000 to 
$65,000. All modern fixtures. New 
Building 23 x 80. Ample parking. Ap- 
prox. Inventory $12,000. Clean. Rated 
fastest growth city in U.S. Owner 
other interests. Stan Meyer Hardware, 
217 South Glendora, West Covina, 
California. 

Sell our unique ‘ene aese with 
yours to any and all retailers, no in- 
terference with present line, no com- 
petition, big profits details samples 
50¢ refundable. Peter Damato, 300 
Park Avenue, N. Y.-C. 28. N. Y. 





"BOOK FOR SALESPEOPLE 
CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. 
Excellent sales reference for sales 
people. Special price $.25 each. 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street San Francisco 3 





WHO’S WHO in the West among 
wholesalers? A 16-page directory 
providing useful information about 
territory covered, special events, etc. 
Yours for $1. 
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charge of $2.00 ped issue, pa 
Market Street, 





Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimum 


Seausibes 3, California. 


yable in advance. Send copy to 1355 








ITIES 


FOR SALE 

BUILDING MATERIALS — HARD- 
WARE — PAINT in ALASKA. Gross 
$90,000 to $100,000 annual—can be in- 
creased. No competition in building 
materials. Two large buildings with 
two large apartments. Down payment 
inventory at landed cost plus equip- 
ment, about $25,000. Excellent for 
man and wife. BANTA & SON, Cor- 
dova, Alaska. 





FOR SALE 
Hardware Store, Gross $37,000.00 a 
year. Approximate inventory $20,- 
000.00. Good one man _ operation. 
Priced to sell— Terms can be ar- 
ranged. Inquire W. B. Hill Agency, 
P.O. Box 6, Nucla, Colorado. 





HARDWARE CATALOGS 
Compiled— Prepared— Produced Spe- 
cialists in Hardware cataloging. 
Write, phone or wire for information 
CATALOG GROUP, 420 Market 
Street—San Francisco, Calif. 





Where's The Number? 


Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted at 
the bottom of an ad. To find the inquiry 
number check the INDEX TO ADVER- 
TISERS on Page 64 of this issue. 


CIRCLE THE NUMBER—WE DO THE REST 











WANTED 
POWER MOWER SALESMAN 

Large, responsible manufacturer of 
Power Mowers, Chain Saws & Tillers 
has several sales territories open. 
We’re looking for honest volume pro- 
ducers. Salary compensation plus ex- 
penses and bonus. Write fully in con- 
fidence, personal data, present and 
past connections and earnings. Ad- 
dress Box A-940, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 


INTERIOR DECORATION HOME 
STUDY. Announcing new home study 
course in Interior Decoration: For 
professional or personal use. Fine 
field for men and women. Practical 
basic training. Approved supervised 
method. Low tuition. Easy payments. 
Free booklet. ADDRESS: Chicago 
School of Interior Decoration, 835 
Diversey Parkway, Dept. 5511, Chi- 
cago 14, Illinois. 


POSITION WANTED 

Young man, college graduate in busi- 
ness administration, with ten years 
experience in retail hardware, six 
years in managing and buying, de- 
sires position as Hardware Store 
Manager or Buyer. Address Box A- 
939, care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 


SALESMAN WANTED 

Can offer established salesman cover- - 
ing Pacific Northwest, Mechanical 
Supplies, Distributor trade. Substan- 
tial additional income on established 
standard products. Commission ar- 
rangement basis. Give full details, 
experience, present connections, full 
name, phone, address first letter. 
State age; (but not major considera- 
tion). Replies confidential. Address 
Box A-941, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 








New Kirsch Branch 


PHOENIX, Ariz.—Kirsch Company, 
Sturgis, Mich., manufacturer of drap- 
ery hardware products, has opened a 
new branch here. Phillip B. Stratton, 
president, said the creation of this 
branch is part of a long range pro- 
gram of increasing the distribution 
centers to meet the demands of the 
expanding Kirsch dealer market. 





Genuine 
Original 


DOMES oF SILENCE 


INSULATED RUBBER CUSHIONED GLIDES 
Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


. Eye-Catching. Sells on Sight 


Colorful . . 


= DOMEs } 
SILENCE | 
A SILENCE | 


Contains | doz. cards of either %'', %4"" or 1" DOMES. DOMES have 


One Set of 4 dle point nail. Case hardened steel, burnished nickel plated mi 
n . : 
‘ees ela Mai geonte point nai ase hardened steel, burnished nickel plated mirro 


Pi gh SI ". Both Container and Cards in 3 COLORS 
Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., 
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HARDWARE WORLD 





with this 


“MIRRO-MAGIC” 


Here's another big MI 


profit opportunity . . . offering eisae vehi! 
greater savings than ever before! 


Load up and push, on this sensational 
offering of genuine MIRRO 
merchandise . . . bringing savings to 

your customers of up to $1.37 per piece, | 
at full profit to you! 


MIRRO 

PERCOLATOR eenie . . 

491%, 6-cu opper- Tone { 

Regular Retail nassnte FLIP-CAP WHISTLING TEAKETTLE é 

15024%4CM, 2'4-at. 

. ie (Regular Retail Price $3.95) 
MIRRO ROASTER 
5548M, 114%4”’ diam. 

(Regular Retail Price $4.25) 


MIRRO 

BROILER 

5479M, 14% x10x2”’ 

(Regular Retail Price $3.75) (Qh = Eat O8 lop Sp 


Pcwaratieed by > 
_ Housekeeping 


? ; Buy, NOW ) = 
MIRRO COVERED POT MIRRO COMBINATION PAN from your 
516M, 6-qt. 693M, 3-qt. MIRRO 


(Regular Retail Price $3.95) (Regular Retail Price $3.50) jobber ! 


FINEST ALUMINUM 
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Ask your jobber about these fast moving cordage 
items...they are all proven sellers, all pack- 
aged and priced to help you sell more this Spring. 


‘ly = 
1 4 


a 


100% NYLON 
STARTER CORDS 


One of our biggest sellers. 
This market is terrific... 
power mowers and outboards 
need replacement Cords. Be 
sure you have them this 
Spring. 


KITE TWINE 


Don’t miss this business. Nice 
counter display. Cord is 
wound on red, white and blue 
tubes. Looks very sharp and 
really sells. 


BRAIDED 
MASON’S LINE 


This is another year ‘round 
item. Mason's line, awning 
cord, balance cord, fish string- 
ers, venetian blind cord, dra- 
pery cord, dryer cord, etc. Try 
it for Spring Sales. 


NYLON SEINE 
TWINE 


Top quality, priced right, ready 
to go for Spring. This item 
moves from March till frost 
and some places longer. Ask 
your jobber for King Cotton 
brand. 


100% NYLON 
BRAIDED ROPE 
RACK 


Big sell in small space. This is 
the easy way to get into the 
Nylon Rope Business. Display 
rack is free with initial order 
for 4 or more spools. 


CHALK LINE 


This is a year ‘round seller... 
there’s always chalk line busi- 
ness. Spring helps, ‘cause 
folks need lay-out line, tie- 
back line, etc. Be sure you 
have this on your order. 


HANDY CLOTHS 


These are perfect for all the 
Spring clean up chores. Spread 
out and load it up with leaves, 
weeds, cuttings and the win- 
ter debris. Then drag it off to 
the back lot. 


GREEN GARDEN 
JUTE 


We do a big volume in this 
every year... it’s a natural for 
Spring and Summer Sales. 
Order now, bulk packed or in 
SNAP-SACKS. 
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